














THIS IS THE HEART, the core, of the power- 
producing nuclear breeder reactor. 
Here, fission takes place. Here, atomic 
“fuels” are “burned.” And here, right 


here, Stainless Steel is on the job. 
Stainless Steel made stronger, more 
heat-resisting, more corrosion-resist- 
ing, by the Nickel in it! 


How Inco Nickel is helping produce 


POWER FROM THE PEACE ATOM 


You can now look forward hopefully 
to power from the peace atom. 


Certainly, one key problem is well 
on the way to solution: development 
of breeder reactors that ultimately 
create more “fuel” than they “burn.” 


In this development, Nickel plays 
an important role. The heart of the 
reactor — the core in which fission 
takes place—is made of Stainless Steel. 
Stainless with Nickel in it, because 
Nickel adds heat- and corrosion- 
resistance. 


In addition to helping “burn” atomic 
“fuels,” Nickel helps mine the ores 


from which they come. Nickel helps 
separate U-235 from U-238. Nickel 
helps extract plutonium, the new 
man-made fissionable element, from 
uranium. 


For you and the whole world, there 
is, indeed, great future promise in 
power from the peace atom. And, as 
you see, “Your Unseen Friend,” Inco 
Nickel is helping to fulfill this prom- 
ise—helping in many different ways. 
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INCO NICKEL HELPS mine uranium om 
Nickel alloys, Nickel containing 
Inco-developed Nickel Cast Irons, areig 
critical parts of the giant shovels, the 
big earth-movers, the “stop-for-nothing’ 
tractors and trucks used in mining and 
hauling uranium ore. Nickel’s there for 
the toughness, strength, wear-resistance 
it gives alloys. 


~~ _— F. 


INCO NICKEL HELPS separate U-235 and 
U-238 from natural uranium. This & 
some job because less than one per cent 
of natural uranium is fissionable U-236. 
One way it’s done is with fluorine. This 
gas burns water, dissolves glass, ignites 
steel. But Nickel it doesn’t affect. This, 
in part, is why so much Nickel is needed 
in the atomic power program. 


INCO NICKEL HELPS extract plutonium. 
Uranium is “cooked” in a reactor al) 
changed partially to plutonium. It’s 
“water-cooled,” and in “cooling” an eery; 
cold blue glow appears—one of the most 
beautiful spectacles of the atomic ag¢ 
Finally, the “hot” plutonium is extrac 
by a chemical process using Stainless 
Steel piping and tanks. Stainless with 
Nickel in it! 


If you'd like to know how Inco Nickel 
has become the friendly “helper” tt ¥ 
today, write for “The Romance ° 
Nickel.” FREE. The International Nickel 
Company, Dept. 211c, New York 5, N. y 
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long Distance Rates Are Low. These are the daytime Station-to-Station rates for the first three minutes. They do not include,the federal excise tax. 
Long Distance rates are even lower after 6 o’clock every night and all day Sunday. 


Long Distance quickly puts you in touch with just about 
anyone, anywhere. 


Every move 


It eliminates “hit-or-miss” sales trips by arranging ap- 
pointments in advance. Helps you keep in regular touch with 


out-of-town customers. Clears up questions and complaints. 
you make by : , 


Simplifies buying. Speeds deliveries. 


And because telephone contacts are friendly and personal, 
they help create a feeling of good will at both ends of the line. 
LON ( } ISTAN ( To get more things done, more “quickly, reach for the 
) telephone. 
Long Distance Doesn’t Cost—It Pays 


SavUeS time We have some specific suggestions for the profitable use of Long 


Distance in Sales, Purchasing, Administration, Traffic, Produc- 


Or money tion, Engineering and Accounting. A call to your Bell Telephone 


Business Office will bring a representative to discuss them with you. 





Only STEEL can do so many jobs so well 


Bathtub for Apples. You've heard of a lot of in- 


teresting ways in which stainless steel is now used, 
and here’s another: a bathtub made of stainless, 
where apples arecarefully washed before being proc- 
essed into baby foods. Stainless steel is unusually 
well-suited to jobs like this because of its high cor- 
rosion resistance and unique sanitary properties. 


Here’s the Newest Thing in vending machines 


. . a mechanical marvel that will sell you a carton 
of fresh cold milk (or 
of chocolate or orange 
drink, for that matter) 
at the drop of a coin. 
Made of USS Steel, the 
machine is ideal for use 
in schools, factories, 
parks, hospitals and 
other similar locations. 


To Baffle a Burglar or just to find a fuse when the lights go out, you want your 
flashlight to be reacy for instant action, in any emergency. And steel helps to 
build such dependability into most flashlights. The flashlight itself is usually 
steel, and they’re making “sea!ed-in-steel” 

flashlight batteries, too . . . with full steel 

protection top, bottom. and sides, to as- 

sure longer life and prevent corrosion of 

the flashlight. 


How's the Wiring in Your Home! 


Adequate for today’s power needs’ 
Ready to supply “juice” for auto 
matic washers and dryers, TV sets, 
summer air conditioning units? It’s 
been estimated that each U. S. home 
uses more than twice as much power 
today as 10 years ago, that more 
than 34 of our homes are under-wi 
for today’s needs. U. S. Steel boa 
j factures electrical wire and cable 0 
This trade-mark : te = = every kind to make your home wir 
is your guide a a ing adequate and safe. 
to quality steel 


SEE THE UNITED STATES STEEL HOUR. It’s a full-hour TV program presented every 
other week by United States Steel. Consult your local newspaper for time and station. 


UNITED STATES STEEL 


For further information on any product mentioned in this advertisement, write United States Steel, 525 William Penn Place, Pittsburgh 30, Pa. 
AMERICAN BRIDGE . . AMERICAN STEEL & WIRE and CYCLONE FENCE . . COLUMBIA-GENEVA STEEL . . CONSOLIDATED WESTERN STEEL . . GERRARD STEEL STRAPPING . . NATIONAL TusE 
OIL WELL SUPPLY .. TENNESSEE COAL & IRON . . UNITED STATES STEEL PRODUCTS . . UNITED STATES STEEL SUPPLY . . Divisions of UNITED STATES STEEL CORPORATION, pITTSBURe! 
UNITED STATES STEEL HOMES, INC. + UNION SUPPLY COMPANY + UNITED STATES STEEL EXPORT COMPANY + UNIVERSAL ATLAS CEMENT COMPANY aise 
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SIDE LINES 


The ABCs of FORBES 
MacaZINE-_ publishers _ generally 
watch each other’s figures with the 
kind of studied care that might ordi- 
narily be expected of women mem- 
bers of the same Canasta club. With 
publishers, however, circulation fig- 
ures are the ones that count, and the 
only curves worth watching are 
those that can be plotted. 

Net paid circulation—the exact 
number of readers who pay cash for 
the publication they choose—is the 
first measure of publishing success. 
Advertising rates, for one thing, are 
based on circulation. In Forses, for 
example, a general advertiser knows 
that it costs him only $9.75 to 
reach 1,000 Forses readers, lowest 
rate of all financial magazines. But 
he can also be sure that the readers 
will be there to see his ad. The rea- 
son for his well-placed confidence 
lies in the fact that the circulation 
of Fores, like that of 2,691 other 
periodicals and newspapers, is at- 
tested to by the Audit Bureau of 
Circulations, which this year is 
marking its fortieth anniversary of 
service to the publishing indus- 
try. 
In the early, pre-ABC days, ad- 
vertisers were often at the mercy of 
some (certainly not all) publishers 
who thought nothing of doctoring 
their circulation figures either to 
conform with higher ad rates or to 
beef up their own egos. But when 
ABC came along with its staff of 
painstaking auditors, circulation ac- 
curacy (not to mention honesty) be- 
came a proud hallmark of U.S. pub- 
lishing. 

Counting Noses. Like all 3,575 
subscribers (publishers, advertisers, 
ad agencies) to ABC’s service, 
ForBES pays a fee to get its sub- 
scribers’ noses counted, welcomes the 
annual audit of the ABC, which veri- 
fies where its readers are, how many 
are yearly subscribers, how much 
they paid, how many newsstand 
buyers, how subscriptions are solici- 
ted and all other such pertinent 
data. 

Forbes joined the ABC only five 
years after its own founding in 1917, 
since then has seen its official ABC 
circulation rise steadily from meager 
beginnings to 79,000 in 1936, 80,- 
000 just before World War II, 100,- 
000 immediately after it, and a rec- 
ord 129,861 last year. For the first 
six months of 1954, ForBEs average 
net paid monthly circulation was at 


_an all-time high of 133,209. In that 


XN 
Cu rpn*t 


same period, incidentally, ForBEs 
carried more pages of ads than in 
all of 1949, when circulation stood 
at 101,752. 

The ABC statement clearly shows 
ForBeEs with a goodly number of for- 
eign subscribers who live in as 
many as 34 countries. There are 
seven readers in Saudi Arabia, three 
in Israel, two in Pakistan, as well as 
a number of market fanciers equally 
far from Wall Street. One Ko Wong 
Chauw is a Forses subscriber in 
Indonesia. The Ethiopian Minister 
of Finance has his Forses sert to 
Addis Ababa, while the U.S. con- 
sul in Pakistan picks up his ForBes 
in Dacca. 

Reader Rider. The member of 
ForBEs family most concerned with 
making sure those Forbes readers, 
from Singapore to Saudi Arabia as 
well as those at home, are where 
ForBEs says they are in its ABC 
statement is Circulation Manager 
Richard Edward Elliott Kline. At 
48, Dick Kline has been riding herd 
on ForsEs circulation statistics ever 
since 1937, when he came to ForBES 
after seven years of circulation sea- 
soning with the Hearst Corp. 

Though he insists there is abso- 
lutely no connection, Kline is under- 
standably proud that since his ar- 
rival Forses’ circulation has just 
about doubled. But so have the num- 
ber of problems connected with his 
job. One thing that is becoming 
more and more of a pleasant task is 


‘ negotiations with schools and col- 


leges anxious to receive Fores in 
their libraries. 

Circulator Kline also has. discov- 
ered that sometimes there are no 
lengths to which a reader won’t go 
to get his Forses on publication. 

Kline still remembers one en- 
thusiast who would show up regu- 
larly in Fores editorial offices sev- 
eral days before each issue was to 
be officially released, pleading for an 
early copy. Kline put a stop to it, 
but not before the chap became a 
familiar fixture around the office. 








READERS SAY 





Management Stockholdings 


For many years your magazine has ad- 
vocated the ownership of substantial 
amounts of stock by directors of corpora- 
tions. As one of your subscribers, I en- 
close a copy of the recent proxy sent out 
by the management of Smith-Corona, Inc. 
You will note that of the 11 directors only 
three own more than 200 shares of stock 
each. . . . It is inconceivable to me how 
men who have been in management for 
so long . . . and have received so much 
from a company, can appraise the pros- 
pects of the company so low as to own 
such a small amount of stock. I hope you 
can see your way clear to publicize this 
situation in your magazine. 

—GLenwoop W. Rouse, 
Ithaca, N.Y. 


One year ago I wrote to Secretary Boyle 
[of Lehn & Fink Products Corp.] asking 
how come he had been a director since 
1925, drew a salary of $37,000, had a pen- 
sion plan set up for him, etc., and could 
only afford to own 100 shares of stock in 
the company in which he had been a 
major official for over 27 years. President 
Edward Plaut answered my letter. With 
considerable verbosity he explained that 
sometimes officers had much stock, but 
for various reasons it was in some other 
member of the family’s name. In plain 


words his letter . . . evaded the simple 
question. I like Forses so much that you 
will notice my subscription is extended 
for years to come. May I ask that you.. . 
try to make the management group under- 
stand how important this is. . . . How can 
a little guy like me have any confidence 
in their management .. . ? Surely any offi- 
cial having any confidence in his own firm 
would pick up some (stock. ) 
—Epcar C. Park, 
Morenci, Ariz. 


Forses has long championed substantial 
stock interest by directors and executives 
in corporations whose management is en- 
trusted to them. Its editors believe that 
such holdings are the best evidence of 
management’s consciousness of responsibil- 
ity to stockholders.—Ep. 


For the Record 


I have read with great interest your ex- 
cellent story on Pepsi-Cola Company’s bot- 
tling of Schweppes products in the United 
States (Forses, Sept. 15). I could only 
find one inaccuracy, and that one hap- 
pens to concern me—I am still chairman 
of the board of directors of Pepsi-Cola 
Company, not William B. Forsythe. Bill 
Forsythe has been chairman of the board 
and president of Pepsi-Cola International 
since its formation in January 1954, and 














© What should a Broker do? 


In our business a broker gets paid for executing orders. 
For getting the best price he can on any purchase or 
sale that he completes for a customer. 

When he has done that, he has earned his commission. 

But we try to do something more. We think it’s our 
job to make investing as prudent, convenient-——and 
profitable as possible—for anyone who comes to us. 

That means—among other things—that we maintain a 
Research Department large erough to answer almost 
any question you can ask about investing ...to give you 
current facts on particular stocks, to prepare sensible 
investment programs for any specific sum, or to send you 
a thoroughly unbiased review of your entire portfolio— 
whenever you feel that it’s called for. 

It means, too, that we'll be glad to hold your securities 
for you. To insure them against fire, theft, and loss, To 
clip your coupons, collect your dividends, and send you 
a fully itemized statement each month covering your 
complete account with Merrill Lynch. 

Our charge for these services? 

Nothing but the standard commissions you pay when 
you actually buy or sell stocks. 


MeRRIEL Lynca; Prerce, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 106 Cities 











is doing a top-notch job in this capacity, 

In addition, Bill continues to serve as first 

vice-president, director and member of 

the executive committee of the parent 

company, Pepsi-Cola. I would just like 

to make this one correction for the record, 
—James W. C 

Chairman of the Board, 

Pepsi-Cola Company 

New York, N.Y. 


Forses’ effervescent editor is clearing 
the Pepsi frost from his spectacles.—Ep, 


Responsive Readers 


Your article in Forses (Sept. 15, 1954), 
“Treat Civil Servants Better” is one that 
is long overdue among business interests. 
What’s good for the Government is good 
for all of us. I’m sure I'd feel the same as 
you if I were not a Government employee. 

—R. L. Moons, 
Galveston, Texas. 


The article “Promoters’ Paradise” 
(Forses, Sept. 1) is very timely and the 
best that I have ever seen. “Stacked Deck” 
equally as well packs a real wallop of 
truth. . . . More power to you for con- 
tinued success in such a worthwhile man- 
ner. —WILLIAM STOCKTON, 

Cadiz, Ohio. 


Overseas Query 


One of the financial weeklies in Holland 
published . . . the announcement of a less 
favorable factor in the economic life of 
the U.S.A. It is striking, the article says, 
that many Americans draw upon their 
bank balances and their insurance policies 
in order to spend this money consump- 
tionwise; . . . one New York Savings Bank 
had more than 5,000 accounts canceled or 
withdrawn during the first eight months 
of this year; . . . insurance policies were 
pawned and redeemed in the first half 
of 1954 to the amount of almost $770 mil- 
lion. This is regarded [here] as a mentality 
of carelessness, which can have disastrous 
effects. . . . But looking to your county 
as the heartbeat of the world’s welfare, | 
could not simply put this complaint aside. 
. . » Would you give your readers a view 
on this question. I am sure everyone wi 
gain by it and I myself, as a subscriber, 
would feel very grateful for the only re 
liable information of this very important 
matter. —G. A. ABENDANON, 

Delden, The Netherlands. 


To assuage reader Abendanon’s doubts: 
new policy sales during the first half of 
1954 ($18.394 billion) were 2% 
than a corresponding period in 1953, 4 
record year. Though policy loans and sut- 
renders were higher the first six 
of this year, as compared with 1953's ab- 
normally low borrowing period, the trend 
appears to be flattening out. Loans ow- 
standing, compared with reserves 
able for loans, are staying close to 
normal 4.3%, with surrendered loans to t 
serves at about 1.1%. By June 1954 pe 
sonal incomes totaled $285.7 billion, s* 
ings $19.7 billion.—Ep. 
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‘ TO DEMONSTRATE. . . how much 
; good reading you can enjoy in a 
r single month, and how thorough 
” and satisfying these shortened 
: versions are... 
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A Sensible Plan for the Busy Man 
who ‘cant find time to read books” 


BOOKS ABRIDGED 


Four-books-in-one-volume . . . shortened, 


never rewritten, exactly like the full-length 


books offered for years in magazines ... each 


one readable at a sitting ... published in a fine 


hard-bound library edition at a very 


low price ... and handed to you by the 


postman, so that you never overlook getting them 


R. GEORGE 

GALLUP re- 
cently revealed 
in his polls that 
an astonishingly 
high percentage 
of the nation’s university graduates 
no longer reads books. The reason is 
obvious: just because of their edu- 
cational advantages, they usually 
occupy positions where they are 
busy, busy, busy always! As a re- 
sult, many of them feel they are 
stagnating intellectually by missing 
the stimulation and broadening of 
interest one can get only from 
books. Books ABRIDGED is a sen- 
sible service directed straight at the 
cause of the problem: lack of time. 
The books are always in the authors’ 
own words ; and they are shortened, 
never rewritten, by a staff of editors 
who have had more than fifteen 
years’ experience in this field, and 
who have never failed to satisfy the 
authors themselves, 





| A GREAT SAVING ALSO—The inci- 


dental money-saving is far from un- 
important to many persons. The 
price of each issue of Books 


2 4 ABRIDGED—a single fine hard- 


bound library volume—is only 
$1.95 each month, plus a small 
charge for postage and handling. 
The combined price of the original 
publishers’ editions will run from 
$14 to $16. 


YOU SUBSCRIBE—BUT MAY CANCEL 
WHEN YOU PLEASE—Obviously, for 
this service to be successful, con- 
tinued satisfaction is indispensable. 
Consequently, you are allowed to 
end the subscription after one 
month, three months—any time. 
Actually, you subscribe only so 
long as you feel that the service is 
satisfactorily performing its func- 
tion—of keeping you from missing 
the new books you want to read. 


ONE-MONTH TRIAL SUBSCRIP- 
TION WITH NO OBLIGATION— May 
we send you the current volume—at 
no expense to you—so that you may 
demonstrate to yourself how much 
good reading, no matter how busy 
you are, you can absorb in this way 
in just one month—and also how 
completely satisfying these short- 
ened versions can be. If they do not 
prove to be so, simply let us know, 
and we shall immediately cancel 
this provisional subscription, 
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this particular volume as a demonstration. . . if 
the edition is exhausted before your request is 
received, the succeeding volume will be»sent. 


BRS eEeBEeBeSs 






October 15, 1954 
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Books ABRIDGED, INc., 110 King Street, New York 14, N. Y. 


Please send me at once the current volume of BooKs ABRIDGED, without charge, 
and enter a trial subscription in my name. If I do not cancel this subscription 
within one month after receiving the free volume, you may send me a new volume 
of Books ABRIDGED every month and bill me $1.95 each (plus a small charge 
for postage and handling). I may cancel this subscription any time I please, but 
the introductory volume is free in any case. 
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Traveler’s Friend 


NCB 


TRAVELERS 
CHECKS 


They're a welcome sight everywhere 
— readily accepted like cash. You'll 
never be stranded without travel 
funds if you carry safe, spendable 
National City Bank Travelers 
Checks. If they are lost or stolen, 
you get a full refund. Good on any 
continent in any ocean. Cost 75¢ 


per $100. Buy them at your bank. 


The best thing you know 


wherever you go 


NATIONAL CITY BANK 
TRAVELERS CHECKS 


Backed by The National City Bank of New York 
Member Federal Deposit Insurance Corporation 


THE ECONOMY 





For businessmen and investors, some 
of the biggest economic news of the 
year “broke” late last month in a Man- 
hattan restaurant. Attorney General 
Herbert Brownell Jr., solemnly rising 
after a roast beef lunch at Toots Shor’s, 
faced members of the Public Relations 
Society of America, and calmly turned 
thumbs down on the proposed merger 
of the assets of the Bethlehem Steel 
Corp. and the Youngstown Sheet & 


z 


Tube Co. His reason: the merger would 
violate a 1950 amendment to the 49. 
year-old Clayton Anti-Trust Act. Thi 
amendment prohibits one corporatic 
from buying the assets as well ag 
stock of another when such a purcha 
may lessen industry competition 
create a monopoly. - 
Milestone. Brownell’s announcemen 
came at a time when, as everm 
knows, the U.S. economy is ramp 








or a decline. 


Ten Best Cities 
(Percent Gain Over Last Year) 


New York, N. Y. (5) 

Oklahoma City, Okla. (7).... 12 
Omaha, Neb. (5) 9 
Des Moines, Ia 9 
Dallas-Ft. Worth, Tex 7 
is tie Bor oun aca 6 
Columbia, S. C 6 
Milwaukee, Wis. .......... 5 
EN SSS 4 
Jacksonville, Fla. (2) 8 


(In parentheses, number of succes- 
sive months listed in this column). 


National Index would read 0, —3, +2. 





CONTINUED DECLINE FOR 2 MONTHS OR LONGER. 


NO SIGNIFICANT CHANGE FROM IMMEDIATELY 
PRECEDING PERIODS. 


DESIGNED BY PICK-S, N. Y. 


Map shows business in 87 separate areas, each of which is an “economic 
unit” where conditions depend on the same key factors. The index reflects 
business as it was during the last week of September. N.B.—Area indexes t¢- 
quire a constant movement for two months to register an improvement 


Zone Indexes 


(Percent Change From Corresponding 
Months Last Year) 


August September October 
New England... +3% — 1% +3 
Middle Atlantic*® 


Midwest 


North Central... 
South Central... 
Mountain 

Pacific 


NATIONAL 


*With New York City excluded, this area would score —4, —7, 0, and the 
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Wherever you sit, 


— scientists and engineers who 
developed the revolutionary new 
Speaker shown here, describe it as 
an electrostatic speaker that delivers uni- 
form radiation of high frequency sounds 
through an arc of 180°. 


But the average person understands 


better two amazing things that happen | 


when he listens to it: 


1. Upper register sounds are 
heard with a clarity and bril- 
liance unlike anything he has 
heard before, and 

2. No matter where he sits, he 
hears the sound equally well. 

Behind these two simple facts lies 
one of the great stories of modern elec- 
tronic research, and a new achievement 
by Philco engineers. 

The basic problem stemmed from 
the tremendous advances of recent 
years in techniques for recording sound. 
The development of high fidelity tapes, 
microphones, amplifiers, and pick-ups 


the Fidelity 
eT: Lee 


THE GREATEST SPEAKER DEVELOPMENT 
IN 30 YEARS! 


have made it possible to put on records 
sound so close to the original it can 
scarcely be told apart. 


Suddenly the weak link in the chain 
had become reproducing this sound 
for mass enjoyment in the home. 


The difficulty lay in the limitations 
of the conventional cone type speaker, 
where the driving force is confined to a 
small circle in the diaphragm’s center. 
This opens the door to severe distor- 
tion in the upper register. Also the 
cone tends to radiate sound in a nar- 
row beam that deprives listeners at the 
sides of full enjoyment. 


Philco engineers whipped the first 
problem by evolving a new type of 
speaker in which the driving force is 
applied uniformly over the whole dia- 
phragm surface. 


And they solved the radiation prob- 
lem by developing a_half-cylinder 
colonnade of 16 sections, with each 


delivering the sound through an arc 
of 114° to cover a total of 180°. 


This new Philco Electrostatic Speaker 
makes it possible, for the first time, for 
everyone sitting anywhere in front of 
the speaker, to hear full High Fidel- 
ity sound. 


And this new development is available 
on a mass production basis, at low cost! 


Here, once again, Philco scientists, 
engineers, and production experts have 
teamed together to contribute the 
kind of significant development that 
has made Philco the name for leader- 
ship in Television... Radio... Electric 
Ranges...Air Conditioning... Refrig- 
eration...and Freezers. 


And the end is not in sight ! 


The Philco Corporation 
Philadelphia 34 
Pennsylvania 
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This announcement is neither an offer to sell nor a solicitation of an offer to 
buy any of these Shares. The offer is made only by the Prospectus. 


150,000 Shares 


Spencer Chemical Company 
4.20% Cumulative Preferred Stock 


(Par Value $100 per Share) 


Price $100 a Share 


and accrued dividends 


Copies of the Prospectus may be obtained from only such of the under- 
signed as may legally offer these Shares in compliance with 
the securities laws of the respective States. 


MORGAN STANLEY & CO. GOLDMAN, SACHS & CO: 


BLYTH & CO., INC. EASTMAN, DILLON & CO. 


THE FIRST BOSTON CORPORATION HARRIMAN RIPLEY & CO. 
Incorporated 
KIDDER, PEABOBY & CO, - er MERRILL LYNCH, PIERCE, FENNER & BEANE 


SMITH, BARNEY & CO. ; STONE & WEBSTER SECURITIES CORPORATION 


WHITE, WELD & CO. DEAN WITTER & CO. 


September 29, 1954. 





























Combining all ’round stitching, 
nailess construction and heel-to-toe 
flexibility. The comfort 

is guaranteed — in writing. 


Write for catalog F-4 ALLEN-EDMONDS, Belgium, Wis. 





with mergers. Furthermore, the Justice 
Department ruling, predating the Cop. 
gressional elections by a month, came 
when businessmen hoped that a good 
fourth quarter will pep up an indiffer. 
ent business year. 

Apparently considering these mixed 
factors, the Attorney General softened 
his remarks with some carefully chosen 
words. He held out some hope fo, 
businessmen and investors who would 
like to see the anti-trust amendment 
(passed by a Democratic Congress) 
modified. A report, said he, is on the 
way for suggesting revisions in the 
amendment. The result would be, 
according to Brownell, “a middle-of. 
the-road economic and social adminis. 
tration” of the Federal Governments 
control of corporate combinations, 
Bethlehem officials announced _ they 
would probably try the Justice Depart- 
ment’s ruling in the courts. Such a 
court fight could make the Administra 
tion ruling another landmark in US. 
business history (such as the US. 
Steel case of 1920). 

In any event, many an_ investor 
figured that the Manhattan fanfare for 
the Brownell announcement indicated 
that the Attorney General and his aides 
wanted to apply the brakes to the 
mergers rolling across the nation. Right 
now, the Justice Department is eying 
some 700 merger cases in light of the 
present law. 

For steelmakers, the Bethlehem- 
Youngstown ruling arrived just as the 
industry felt what it thought was the 
beginning of a fall upturn. With many 
of the industry’s customers dieting on 
their inventories, steel production has 
been in the doldrums. But demands 
upon steel users for their products 
have begun to deplete inventories and 
they have begun to rush in orders for 
more steel. In Pittsburgh, steelmen esti- 
mated that the average production 
rate for the fourth quarter would range 
between 70% to 80% of capacity, with 
most steelmen putting the figure in 
the 70% to 75% bracket. In the third 
quarter, the weekly ingot rate, which 
plunged to 60% in July, rarely got 
above 65%. 

Rumor Factory. But, as always, the 
key to steel’s future production pat 
tern hinges on what happens in a 
other merger-minded industry, the auto 
business. Second only to agriculture 2 
annual gross product, the automakers 
normally use up 20% of the steelmakers 
total output. In September, auto pi 
duction by General Motors and Chrys 
ler tumbled as they closed down © 
tool up for their 1955 models, while 


Ford, beginning its 1955 revamping ove 


early this month, tapered productio® 
down only a mild 2%. The automakers 
were expected to give the steel busines 


Forbes 








, big shot in the arm by the middle of 
his month, bringing closer the auto 
dustry’s big and crucial question: can 
Chrysler and the smaller outfits survive 
in the face of the Big Two, GM and 
ford? One Detroiter succinctly summed 
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ed i the situation. “Those new Chrys- 
ed las,” said he, “better be good.” 

en ®@ As for future auto mergers, an old 
for M chestnut was in the fire again early 
ld @ his month. In speculating on a possible 
nt Mion of American Motors and Stude- 
$8) Mhaker-Packard within six months, the 
he BH umor-spreaders seemed to be taking 
the Mi jeart from Attorney General Brownell’s 
be, HNew York speech. His department, said 
of- Mprownell, had not taken action in the 
uis- Mudson-Nash merger, or Studebaker- 
its Mpsckard deal, because the “economic 
MS. Mictors and competitive problems pe- 
ey Bouliar to the (auto) industry” are 
ut- B‘ubstantially different from those en- 
| 4 Bountered in the steel industry.” 

fta- @ Better Patterns. All year, Justice De- 
4 partment officials have come to regard 


he words, “textiles” and “merger,” as 
imost synonymous. And some of the 
stor Biggest deals believed to be under the 
for Bontinuing scrutiny of Brownell’s men 
ted Beenter around J. Spencer Love, board 
ides Bchairman of Burlington Mills. In buy- 
the Bing Pacific Mills and Goodall-Sanford, 
ight Bln. this summer, Love was acting on a 
ing Bsong conviction that the industry’s 
the Brins are destined to be consolidated 
ina few strong hands. 
em- § Last month, Love demonstrated an- 
the Bother belief. “The low point in the tex- 
the tile depression,” said he, “has passed, 
many Hand there are many evidences of the 










$n Mindustry having turned the corner.” 
has @lver since late last spring, Love con- 
ands tends, there has been steady improve- 
lucts Hment in both volume and prices, with 


imarked gain in September. “Surplus 
iventories,” he says, “have been largely 
liquidated and the distribution pipe- 
lines from fabric makers to retailers 
vem once again on a normal basis. 
for the first time in years, staple fab- 
tts have been in short supply.” 
i Love’s statement was all the more 
yhich Brmarkable because it was his first ex- 
got Moression of optimism for the industry 
three years, As if to emphasize this 
, the Bich feeling for the future, last month 
pat ilove had all his mills running at top 
1 an Heed, and predicted full production 
auto chedules would continue in effect at 
wre in Mast until the first of the year. 
kets Support for Love’s optimism also 
akers Mme from another quarter. The CIO 
pro Mlatile Workers Union reported that 
shrys i" textile industry's average work- 
yn tom@Vek jurnped from 87.7 hours in July 
whil 038.4 hours in August, and to slightly 
nping H°ve 39 hours last month. In addition, 
action : ue mills, said the union, hired 
sakes #5000 more workers in August and 
(CoNTINUED ON PAGE 41) 
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Ever think about the 
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TRUE OR FALSE, it’s a popular belief that 


most family squabbles start simmering over the morning coffee 
cups. Don’t ask us why. Maybe it’s because we men folks are 
apt to be a bit grumpier in the early hours. Anyway, the “lord 
and master” who slams the front door doesn’t tackle the day’s 
work with the same spirit as the man who leaves home with a 
smile. Happy workers are better workers . .. more productive 
workers. 





What makes happy families, happy workers? We think environ- 
ment is a big factor. Friendly neighbors, outdoor recreational 
spots, good schools, a healthful climate, plenty of room for the 
kids to let loose... all have a bearing on domestic tranquility 
... on the quality of a man’s work. 


So when considering a site for factory, assembly plant, ware- 
house, or whatever it may be, we suggest concentrating not 
entirely on available materials, power, labor, or even trans- 
portation, important as they are. Give some thought to the 
human element, too. 


We recommend the “Union Pacific West” as a vast area where 
can be found a site not only to meet your essential needs but 
also provide the things that go to make healthy, happy work- 
ers ... better workers for you. 


For complete and confidential information regarding available 
industrial sites, write Industrial Development Department, 
Room 323, Union Pacific Railroad, Omaha 2, Nebr. 
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Map at left shows states served 
by Union Pacific Railroad 





UNION PACIFIC RAILROAD 


ee oe ar 


ee ee” 


bb ; 3 F 


h l d 
Keokuk Dams °2°.7"".""..... 


Harnessing rapids on the Mississippi River at 
Keokuk, Iowa, is Union Electric’s Keokuk Dam. 
It is the only power dam in all the river’s 1250 
miles, and represents a tremendous engineering 
achievement for its time. Built by famous hydro- 
engineer Hugh L. Cooper, the dam gave immedi- 
ate momentum to industrial development in the 
Keokuk-Ft. Madison area, and also did an im- 
portant job of improving navigation on the river. 
It still delivers up to 125,000 kilowatts for the 
use of Union Electric customers. 


Keokuk Dam is one of the two hydroelectric 
power projects that play an important role in 
Union Electric’s power program. The other is 
Osage Plant in central Missouri, a plant that is 
known for its flexibility in meeting sharp increases 
or decreases in demand for electricity. Union 
Electric also maintains seven steam plants that 


UNION ELECTRIC COMPANY 


Subsidiaries: 


Union Electric Power Company 

Missouri Power & Light Company 

Missouri Edison Company 

Union Colliery Company 

Poplar Ridge Coal Company 

St. Louis & Belleville Electric Railway Company 


interconnect with the hydro developments, round- 
ing out a balanced system of power supply that has 
become one of the best-integrated in the nation. 


The total output of the system is growing. During 
the 12 months ending June 30, 1954, system out- 
put exceeded 714 billion kilowatt-hours, a gain of 
half a billion kilowatt-hours over the preceding 
12-month period. This gain represents constantly 
expanding service to over 600,000 customers living 
and working in an 18,000-square-mile area in 
Missouri, Illinois and Iowa. 


Revenues for 1954 are running at the rate of more 
than $107,000,000 annually and the investment 
required to serve system customers is now more 
than half a billion dollars. Union Electric expects 
to spend 200 million more dollars in the next five 
years to keep pace with the steady progress in the 
great Mid-Mississippi-Valley area it serves. 


_ Q KEOKUK DAM 


MISSOURI! sacneit ST 
DAM —UNION ELECTRIC CO. 
SS ol OF MO. 
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“With all thy getting, get understanding” 


FACT AND COMMENT 









NEXT CRISIS: ITALY 


Rome (By Cable)—Those at home and abroad, who should 
know what they are talking about, are emphatic in de- 
caring that the next territorial crisis with Russia will take 
place in Italy. Not by force of arms, but at the ballot box. 
The Reds have high hopes of conquest. In the last Italian 
dections, they lost by only a small percentage. Informed 
Italians in business, government and press, with. whom I 
talked, say that they believe if an election were held to- 
day the Communist Party would end up with effective 
control of the government. On the surface, this is hard to 
understand because today economically the country is bet- 
ter off than before the war, thanks to an estimated $5,000,- 
000,000 of American aid in one form or another. 

During World War II, one-third of Italy's capital was 
destroyed and its industrial production was reduced to 
perhaps 20 per cent of the pre-war total. Today, total in- 
dustrial production is running almost 70 per cent ahead of 
1938, and agricultural activities are approximately 12 per 
cent over pre-war peaks. Recent discoveries of natural gas 
and oil in the Po Valley and in Sicily hold exciting promise 
for a land without such basic needs as coal and, hereto- 
fore, oil. Already the statisticians figure a saving of almost 
$4,000,000 in foreign exchange, offering a vital gleam of 
hope for ultimate balance in trade payments and more jobs. 

With things in such comparatively good shape, and 
with promise of a brighter future, why are the anti-Com- 
munists in danger of defeat in a country so important to 
the defense of the free world? Here are some of the reasons: 

Almost 20 per cent of the working force in this nation 
of 47,000,000 are either unemployed or underemployed. 
While marked, Italy’s rate of economic growth thus far 
has not kept up with its population growth, and its standard 
of living is among the lowest in the countries of Western 
Europe. Ancient agricultural methods cannot be easily 
ettisoned without land reform, and land reform is dragging 
long with frustrating slowness. 

Industry is burdened by an unbelievable amount of 
overnment control, with one-third of the economy thus 
hamstrung by the monopolistic inefficiency of state owner- 
ship of businesses acquired through the non-payment of 
bans. In addition, 75,000 businesses are members of Con- 
industria, described to me as a national association of 
tanufacturers with teeth. It is as if their decisions had 

power of law for members, and it protects them by 
whatever means possible from new competition within 
ltaly, whether capitalized by foreign or domestic funds. 

All these things make for enormous difficulties, but in 

elves do not account for Italy’s present dire danger. 
Today that comes directly from one of the -best-organized, 
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best-directed Communist Parties any nation but Russia has 
ever seen. In Italy, the Reds are organized like New York’s 
Tammany Hall of old—district by district, ward by ward. 
The Party serves its area—food for the starving, some coal 
for the freezing flat, help of every personal sort for Italian 
members and prospects; and done by Italian friends and 
neighbors who recruit while they perform the sort of in- 
dividual good deeds that earn a personalized gratitude. 

On the national scene, Togliatti daily brilliantly exploits 
every blunder of the unfortunately inept and somewhat 
gutless Scelba Christian Democratic Government. The 
Montessi case is a perfect example. As one echelon of 
police after the other fiddled, foiled and messed things up, 
the Reds were able to publicize the affair to the people in 
general, as an example of outrageous corruption and 
pointed out to the intellectuals “Just how stupid can a 
government get?” The incident has reached Teapot Dome 
proportions in impact, and unfortunately shakes an already 
shaky government that is the Free World’s only Italian bul- 
wark, for the moment. 


HOW DOES AVERAGE ITALIAN FEEL? 


What does the average Italian think of Americans and 
America, after all our efforts? Is there gratitude? Warm 
friendship? Understanding? No. Why? 

Says one Italian journalist: “I cannot deny this animosity. 
All the overwhelming claims on our gratitude are obscured 
by one defect, of which there isn’t the slightest hope that 
Americans can be cured, because it is in their blood. It is 
the craze for improving us, for making us kinder to one 
another, more just, richer, happier. Americans are better- 
intentioned, more candid, more trusting of others and 
readier to see the good rather than the bad side of things. 
All this annoys us horribly. It upsets all our criteria which 
for centuries have trained us to look for evil behind the 
mask of innocence, and to oppose it with malice even more 
subtle and perverse.” 

He continued: “We are envious of Americans’ childlike 
innocence and enthusiasm, indicative of happiness and good 
health. We lost the war; we have lived at American ex- 
pense; we live freely because of American pledges. Surely, 
Americans would not expect us to add gratitude to the total 
of all we owe them?” 


WHAT OF AMERICAN REPRESENTATION? 


What of American representation in this scene of in- 
creasingly tense battle between the Communists and the 
Free World? 

The appointment of Mrs. Clare Booth Luce as Ambas- 


sador was much discussed at home and in Italy when it 
took place. A woman in this post in Italy? A convert?, etc. 

Frankly, I was amazed at the sense-making determination 
which pervades the American Embassy, and its present 
approach to its many and perplexing problems. Mrs. Luce, 
indeed, has as much as ever the charm, graciousness and 
beauty for which she is known. But unknown to many is 
the tough-minded firmness, laced with an impressive per- 
ception, with which she is handling a vital job. Unlike her 
predecessors, she has no dollar-billions with which to play 
Lady Bountiful. American economic aid has dried up to a 
trickle, with only substantial offshore military procurement 
remaining in the aid-to-Italy program of yesteryear. 

Yet, with what she has, Mrs. Luce is smilingly grim in 
her determination that we can only lastingly help those 
who first will battle to help themselves. Such an approach 
in the immediate postwar years in Italy would have en- 
abled the country to have better withstood the Red menace 
which today, instead of being weaker, is stronger. 


CONCLUSIONS? 


A busy week of interviewing, talking, seeing and survey- 
ing, hardly justifies any sweeping conclusions about Italian 
prospects politically and economically. 

But two thoughts seem to emerge from statements made 
by those who know much more about these things: 

Economically, the government must greatly decrease its 
meddling in business, and should encourage rather than 
sneer at vitally-needed private American business help— 
technicians, some capital, know-how. 

Politically, a firmer leadership must be found in the ranks 
of the anti-Communists to deal with a Party which, once 
successful, will ruthlessly eliminate those that now chatter 


and dilly-dally. 


ys 


THE STOCK MARKET 


According to the Director of Investors Advisory Institute, 
“the stock market currently appears to be equally as fright- 
ening to some persons as it is reassuring to others. 

“This mixed reaction is no doubt a normal development 
after the spectacular rise of 100 points in the Averages 
since September, 1953, in the face of declining business 
activity. Reasons for this apparent paradox were both 
psychological and practical. The rise in stock prices reflected 
to a great extent the confidence held in the Administration’s 
explicit proposals and implicit aims. For the first time in 
two decades a President went all out to endow the economy 
with a climate favorable to business. The leavening effect 
of the ‘confidence factor’ upon investors was evidenced by 
the steady climb of stock prices. At the same time, it was 
realized that stocks—long immune to the steady diet of in- 
flation which had been fed to the nation—provided one of 
the few remaining sectors of the economy which was 
undervalued in terms of dollars and cents. 

“In other words, the rise in stock prices since last Septem- 
ber was merely recognition of the tremendous buildup in 
values which had been experienced by American industry 
in the postwar years. Viewed as such, the stock market 
was enjoying good health. 

“The character of the market underwent some change 
in recent weeks. More speculative issues appeared on the 


daily lists of new highs and most actively traded stocks, 
Technical irregularities, and thinness of markets for many 
individual stocks, were increasingly noticeable. Recent 
market strength was concentrated in fewer stocks, with the 
general list doing little marketwise. 

“These factors do not necessarily make the market imme. 
diately vulnerable, but it is not illogical to assume that some 
sort of technical corrective action, long considered overdue, 
may be building up. There are sound reasons for not beliey. 
ing this to be the terminal stage of a bull market. The 
spread between bond and stock yields still favors the latter, 
easy money rates appear to be a permanent feature, huge 
amounts of cash are seeking investment outlets, and there 
is a lack of speculative excess. Price-earnings ratios remain 
modest. The near term business outlook, while not explosive, 
is favorable. ' 

“We do believe, however, that the stock market has 
reached the crossroads, and that from now on will tend 
to move more in conformity with general business activity 
over the near term. In view of the long-range, dynamic 
factors inherent in our economy, it seems a logical expecta- 
tion that the longer-term trend of stock prices will continue 
ta veffeect the healthy growth of our nation in a realistic 
fashien.” 


ys 
“WHAT’S IN A NAME?” 


Names have long been a source of fascination to many- 
origins, derivations, original meanings, etc. But from a busi- 
ness point of view, an appropriate name can be of in- 
estimable value. Some can be made worthwhile through 
the power of advertising, backed by a product, e.g., Coca- 
Cola. Some can be plainly descriptive, e.g., American Shoe 
Machinery and Tool Company. Innumerable examples of 
assorted emphasis in names can be cited, but one of the 
more fascinating sidelights in the power of a name was 
recently illustrated in the New York Stock Market, where 
it is normally presumed that investors are reasonably 
knowledgeable. 

Recently two companies on the American Exchange listed 
250,000 shares. Mediterranean Petroleum Corporation and 
Pan-Israel Oil Company together control the same 800,000 
acres of Israel coastal plain, and both plan to start drilling 
for oil at the same time. In fact, the two companies are 
one, but had to take separate names to conform with Israel's 
petroleum law. The official prospectus accompanying the 
stock (as reported in Forses, Sept. 1 issue) stated that 
“the value of Mediterranean Petroleum and Pan-lIsrael is 
virtually equitable.” 

Yet, during past weeks Pan-Israel has sold as high as 
3% and Mediterranean no higher than 2%! The “spread” 
between the two continues day in and day out. The most 
informed Wall Street specialists state without reservation 
that absolutely the only explanation is the name, becaus 
the value is identical. While this illustration about the im 
portance of a name is unique, it serves anew to remind 
everyone in business that a proper name of a product, 4 
store or a service can help concretely in achieving success. 
If giant corporations see fit to spend endless hours and 
much money in settling on a name for something new, it 
well behooves others in businesses of more modest pi 
portion to give extra thought to the power of a name, 
thus put extra dollars in the till. 
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SOFT DRINKS 














A srory currently making the rounds 
among soft drink bottlers tells of the 
intrepid entrepreneur who worked on a 
beverage formula for five years before 
coming out with a product he appropri- 
ately named Five-Up. It fell with a 
thud on the market. Disheartened but 
not discouraged, the producer spent 
another year and thousands of bor- 
rowed dollars revising the recipe, finally 
bringing out a drink he called Six-Up. 
It flopped as badly as the first, and 
the poor fellow drifted hopelessly into 
bankruptey. “The shame of it is,” his 
friends clucked sympathetically, “he 
never knew how close he came.” 

For an industry whose basic raw 
material is just plain water, it is some- 
times frightening for a newcomer sud- 
denly to discover how perilous the 
waters of the business can become. Like 
no other period in their effervescent 
growth, the soft drink makers are fac- 
Ing problems today undreamed of in 
the days of Dr. John S. Pemberton, the 
Atlanta pharmacist who conceived and 
concocted the Coca-Cola formula in 
1886 and thus gave birth to a billion- 
dollar industry. Now, 68 years later— 
and 61 years since the first Coke sign 
went up in oil cloth on an awning over 
Jacobs’ Pharmacy in Five Points, At- 
lanta (Ga.)—the beverage producer 
must worry not only about sales and 
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LANDMARK FOR THIRSTY AMERICANS 


POP GO THE BOTTLERS 


Sales and earnings are bubbling, yet with 
costs, cans and calories to worry about, 
the big carbonators are calling 1954 the 
year of competition, chaos and confusion. 


margins, bottles, budgets and the birth- 
rate, but he must also keep an eye on 
the nation’s weather and its waistline 
at the same time. 

Thirsty Throats. One thing he does 
not have to worry about is the state of 
the national palate. In the last 17 years, 
the extent of the American thirst has 
increased out of all proportions to its 
growing number of mouths. Per capita 
consumption (which soft drink men, in 
a hurry these hectic days, like to cut 
down to “per-caps”) has bounded up 
7% a year since 1937, when it stood at 
68 bottles. A year ago it was up to 178 
bottles, a whacking 29% increase over 
the decade. Now it stands, at the best 
estimates, at about 190 bottles per per- 
son, and it is still rising. As a result, 
the 200-bottles-a-year-per-person fig- 
ure, once as seemingly fantastic a goal 
as 300 then was for the Dow-Jones In- 
dustrials, appears to be within easy 
reach next year. With everybody in the 
country downing an average of a little 
over half a bottle of pop every day in 
the year, the industry is convinced that 
it will not be long until per-cap con- 
sumption is up to three bottles a day. 

Last year Americans gulped down an 
astounding total of 28,000,000,000 bot- 
tles of soda. Even when calculated at 


5c a throw, a figure admittedly no’ 


longer realistic even for famed, one- 
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price Coke, the amount plunked down 
on counters or into vending machines 
for the tongue-tickling beverages last 
year would come to $1,400,000,000,* 
and it is certainly more than that. 

Five Fingers. It takes the combined 
production of some 6,000 different bot- 
tlers to quench this amazing thirst. 
Some are in business for themselves, 
but an overwhelming majority hold 
franchises from the five big carbonators 
of the industry, who have the biggest 
fingers on the soda fountain (see box). 
In terms of assets, sales, sheer physical 
size and scope as well as brand fame, 
they dominate easily 40% of the soft 
drink business. 

The other 60% is controlled by either 
local or regional brands, some fly-by- 
night, but most venerable and depend- 
able, whose names (e.g., Seven-Up, 
Mission, White Rock, Hoffman, Hire’s, 
Dad’s) are as familiar and popular in 
their respective territories as any of the 
big five. In New York’s delicatessens, 
for instance, beverages by Dr. Brown 
and Hammer are big sellers, while in 
Detroit, Vernor’s ginger ale is as much 
an institution as Ford or Chrysler. 

Coca-Cola, of course, is the General 
Motors of the soft drink industry. While 
some Wall Streeters insist that Coke 
alone has 50% of the market neatly 
tucked away in its hip pocket, Coke 
only blushes. The process of arriving 
at its market position, one Coke execu- 
tive told Forses, is largely “by guess 
and by God.” The only thing the com- 
pany will say is that if Coca-Cola had 
half the market to itself in the days 
before World War II, it is no longer 
so. Some say the great colamaker has 
no more than 30%, and even that is 
diminishing. Though still the old pro 
in the battle of the bottles, Coke to- 
day finds itself, cap & straw, plunged 
into fierce rivalry with competitors who 
have never been more formidable in a 
market never more hectic. 

Yet Coke continues to set the pace. 
Last year, the best in its history, Coca- 
Cola sold its two-billionth gallon of 
syrup, and half of that was sold in 
the nine-year period prior to 1953. 
Earnings, however, reflecting the kind 
of encircling competition and creeping 
costs that threaten to bottle up the 
whole industry in 1954, were somewhat 
lower than hoped for, but still stood 
at a most respectable $6.60 a share vs. 
$6.88 a share in 1952. Meanwhile 
Coke’s 21,000 shareholders continued 
to enjoy the refreshing pause that 
comes each year in the form of Coke’s 
generous dividend payments of $5 (av- 
eraging 73.7% of earnings over the last 
*Total amount spent at 135,000 foun- 


tains for far more costly (20c and up) 
ice cream sodas last year: $1,210,000,000. 





five years). Surprisingly enough, even 
that record ranks second to Nehi Corp., 
which though only knee-high to Coca- 
Cola, nevertheless hands out a hefty 
77.8% of its earnings per share in divi- 
dends (though the actual payment— 
70c—is no $5). 

Coke's Course. Coca-Cola’s fairly 
phenomenal business begins in ten do- 
mestic plants and 20 abroad, where 
Coke’s syrup is produced. Some 20% 
of it is shipped to jobbers who service 
soda fountains. The rest goes to six 
parent bottlers, all but one of them 
company owned. 

Coca-Cola’s dutiful parents then 
supply over 1,100 children—the local, 
independent bottlers holding exclusive 
territory franchises, who add sparkling 
water to Coke’s syrup according to a 
formula that has not changed much in 
the last 68 years. In 86 countries, from 
Capetown to Curacao, Coca-Cola is 
handled in much the same way, sales 
from abroad contributing as much as a 
third of Coke’s total earnings. 

Coca-Cola, under finance-minded 
President Hammond Burke Nicholson, 
these days keeps a firm thumb on pro- 
hibitive costs. The biggest of these is 
sugar, which constitutes some 40% of 
the cost of making Coca-Cola syrup. 
To cut down on the cost of sugar, the 
parents utilize an interesting escalator 
clause, which is interesting because it 
works only one way—to Coke’s advan- 
tage. Whenever the price of sugar goes 
over 7c a lb., Coke’s parent bottlers 





COCA-COLA’S NICHOLSON: 
each year a refreshing pause 


nickel in most places is only a mem- 
ory. In Arkansas recently, Coca-Cola 
bottlers in five towns announced their 
first price increase in 30 years, from 
80c to 96c a case wholesale, recom- 
mended a 6c-a-bottle retail tab. And 
Coke men now consider the West Coast 
as a “dime market.” 

Thus far this year Coca-Cola, which 
no longer reports interim earnings ex- 
cept to the SEC, will admit only that 
sales and earnings will come close to 
1953’s showing. Or, depending on final- 
quarter results, they may possibly ex- 





To such pop prognostications, Coks 
men, from Chairman Robert Woodruff 
down, cast a Mona Lisa smile. With 
actual market-share figures notoriously 
hard to come by, some stubbornly in. 

























sist that even today Coke’s slice of in. J #0 
dustry sales is a lot closer to 50% than "he" 
the alleged drop to 30%. open 
Yet it is ironic that the outlook for ete! 
Coke’s business could not be brighter, § 4&4! 
Even a 23% slice of the soft drink busi. § (F° 
ness in, say, 1958-60 should mean a & “es 
gain of 25% in Coke’s dollar sales and Re 
an earnings level as much as 50% high- § {™ 
er than in 1958. The U.S. population @ ' 
is burgeoning at the happy rate of 1%% Coca 
a year (or by some 2,500,000 people), i >* 
and at this rate, there should be 12. pand 
500,000 new pop drinkers in the next § '¢?S 
five years. Says Coke Treasurer Ed.  Pe?s 
mund Pugh, Jr.: “We want to be big.  ™4 
We want to keep growing at the same § !tem 
rate as the rest of the industry, but § (1. 
we don’t want to hog the whol § Dig 
show.” have 
Pepsi's Progress. Treasurer Pugh (39. 
need not worry, however, about hog-  /*t 
ging the whole show with such an arch Sut 
competitor as Pepsi-Cola around. Once  "t 
a brash upstart in the cola crusade (its § 
first containers were second-hand beer § )°! 
bottles with paper labels), since 1949 §§ Pop 
Pepsi has been gaining customers and § "0 
prestige at an impressive rate. In that § 
year, with a gross of $37,500,000, it and 
had 4% of total industry sales. Last year pe 
en 





Pepsi rang up $66,100,000 in sales and 
boosted its cut of the market to 5.6%. 




















































add 6c a gallon to the price of the ceed it. Coke’s sales, like those of its Its net of $5,476,887 (or 95c a share) ¢ 
syrup for every penny a pound that rivals, are closely tied to the economy. was 41% better than 1952, and Presi- 7 
sugar increases. Should sugar fall be- When industrial activity is off and em- dent Alfred Nu (after his father’s ftw Gin 
low the 7c cut-off point, nothing hap- ployment down, the number of Cokes  ternity) Steele, an ex-Coke sales execu- live 
pens to the syrup price at all. Only last consumed ‘necessarily drops, too. For tive, told the company’s 27,950 stock- cola 
June Coca-Cola raised the price of its example, industrial workers in an at- holders that Pepsi, from a standpoint ri 
fountain syrup 10c a gallon to $1.80, mosphere of slowdowns and layoffs of profits, price structure and sales, had -_ 
the first time in 20 years that the price make fewer trips to the Coke cooler. never been in a stronger position. drir 
had been touched. There were virtually Moreover, in an expanding market, it In an unprecedented four-year com- § * ° 
no complaints from Coke’s dealers. is estimated that Coke’s share of soft pany expansion and improvement pro- 

Famed for years for its green grip drink sales is steadily declining and gram, Pepsi had spent $22,817,000 o 
bottle and its nickel price, Coke has that by 1960 may not be more than 24 new bottling plants, on coolers, put 
kept the bottle from changing, but the 23%. vending machines, bottles, cases 5 
wee 
felt 
FORBES LINEUP: eve 
TOPS IN POP $14 
Five Big Bottlers — And How They Do a 
> 1953— ~ 5-Year Performance, 1949-’53— joir 

ross Pretax Net Percent 5-Y Average Average Average 

ee 2 er ee ee 
(millions) % % % % R % Rank % Rank % Rank —_Ranking® mo 
$235.8 24.3 17.2 75.8 Coca-Cola 48.6 2 25.7 1 21.1 1 73.7 2 1 Dr 
48.6 17.1 173 526 Pepsi-Cola 500 1 117 +4 UT 4 898 5 8 (tie) | HF fgi 
44.9 8.0 9.7 59.1 Canada Dry 16.3 4 8.9 5 10.7 5 58.2 4 5 nic 
8.5 13.1 138 63.2 Dr.Pepper 119 5 143 8S 181 3 676 «$8 8 (tie) |B ,, 
72 27 191 787 NehiCorp. 230 8 179 2 199 2 778 1 2 a 
*Percentage figures show performance over last five years (right) and the latest fiscal year (left). Numerical rankings con- - 
vert five-year percentile scores into index numbers for comparison. These in turn are combined into composite rankings t0 dri 
compare overall performance records of the companies. “ 
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qutomotive equipment. Pepsi's 500 bot- 
les themselves have plunked $7,000,- 
000 into new facilities. Moreover, un- 
der the wing of its new Pepsi-Cola In- 
tenational division, Pepsi-Cola sales 
abroad staged a 26% gain last year, 
when 15 new bottling plants were 
opened up overseas. Pepsi has also 
entered into an unusual marketing 
deal with Britain’s famed Schweppes 
(ForBEs, Sept. 15), which now han- 
dles Pepsi sales there. 

Reflecting the popmaker’s Big Steele 
formula for expansion, Pepsi's growth 
has recently outpaced even that of 
Coca-Cola. Its book value has increased 
50% since 1949, while Coke’s has ex- 
panded 48.6%. In other categories, 
Pepsi has not been as spectacular, but 
Pepsi is always a colorful performer 
and is fast catching up with Coke. 
Items: its five-year pretax profit margin 
(11.7%) is a poor fourth among the 
big five, while its dividend payments 
have been erratic and, percentagewise 
(39.8% over the last five years, 52.6% 
last year), the puniest in the group. 
But the dividend, 20c in 1949 (and 
nothing in 1950 and 1951) has been in- 
creased from 35c in 1952 to 50c last 
year and may well go to 60c this year. 
Pop pundits think Pepsi, benefiting 
fom higher per case prices, which 
went into effect a year ago last April, 
and from vastly increased unit sales, 
should reach a sales volume by year’s 
end of $74,000,000, the largest in its 
history. 

Canada Dry's Drive. Another fast- 
expanding popmaker is Canada Dry 
Ginger Ale, which occupies a distinc- 
tive niche in the industry in that its 
cola drink, Spur, plays second fiddle 
to its ginger ale, the real star of the 
show. The most diversified of all soft 
drink producers, Canada Dry turns out 
a complete line of pop flavors, boasts 
Quinac, a quinine water that outsells 
all other U.S. quinine water mixers 
put together, and, in addition, distrib- 
utes Johnny Walker hard liquor. 

Except for 1953, when a costly 11- 
week strike in New York made itself 
felt, Canada Dry has increased its sales 
every year since 1938, rising from 
$14,900,000 to 1952’s (and 1953's) 
$66,500,000. Paced by its forceful, 
foresighted President Roy Moore (who 
joined the company as executive vice- 
president in 1934 and six months later 
moved into the presidency), Canada 
Yry has also been a pioneer in the 
ight to get the industry out of the 
tickel price rut. Its campaign for high- 
& prices was, Moore declares, “the sal- 
vation of the industry.” Now Moore 
sees the day not far off when all soft 
drinks will be pegged at no less than 
adime a bottle. 

Canada Dry commands a dominant 
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PEPSI-COLA’S STEELE: 
from prodigal to prodigy 


position in the soft drink market, thanks 
in good measure to Moore himself. 
When Moore first arrived on the scene 
20 years ago, Canada Dry had six bot- 
tling plants in operation. Moore imme- 
diately urged an expansion program 
the likes of which the company had 
never seen. “If you keep the company 
tied down to only six bottling plants,” 
he lectured Canada Dry’s board, “you 
immediately consign yourself to medi- 
ocrity. If that’s what you’re going to do, 
you don’t need me—I’m a builder!” 

Canada Dry took Builder Moore at 
his word, today has 30 plants through- 
out North America and only recently 
began a spirited program of licensing 
local bottlers. Its fiscal year ended last 
month, but President Moore does not 
like to predict the results until all the 
returns are in. “In this business,” says 
he, “you can’t.” As a result of its mod- 
ernization-expansion drive, Canada Dry 
should realize sales of about $67,500,- 
000 this year. 
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PEPSI-COLA CURB SERVICE (AT BOY SCOUT JAMBOREE): 


Peppy Dr. Pepper. The Dr. Pepper 
Co. of Dallas is one good reason why 
its President Leonard Green was se- 
lected as “Salesman of the Year” by the 
Dallas Sales Executives Club. Dr. Pep- 
per, which likes to say it sells a “taste,” 
was once strictly a regional bottler and 
content to pepper the South with its 
“blend of true fruit flavors that can- 
not be duplicated.” Now all that is 
changed, and Dr. Pepper is expanding 
all over the place, selling its product 
through 400 bottlers in 35 states, Ha- 
waii, Mexico and, through a new for- 
eign franchising division, to markets 
as remote from Dallas as Thailand, 
Egypt, Saudi Arabia and Africa. 

Dr. Pepper® is as peppy an outfit as 
one is likely to find in soft drinks. Some 
of its promotion is reminiscent of Pepsi- 
Cola’s under flamboyant Walter Mack 
(Dr. Pepper once offered the royalties 
from 44 oil wells as first prize in a con- 
test). But able management is the key 
to the company’s progress, which has 
seen sales shoot up 149% since 1941 
and 69% in the last five years (vs. 93% 
and 24%, respectively, for the industry 
as a whole). 

Green flatly claims that Dr. Pepper 
is second only to Coca-Cola in the 
South and Southwest, but allows that 
it might be “somewhere between third 
and fifth nationally.” Actually, Dr. Pep- 
per is fourth in total assets ($8,500,- 
000), ranks fifth in book value growth 
(11.9%), third in pretax profit margin 
(14.8%), net return on book value 
(18.1%) and dividend payout (67.6%), 
recently paid out its 99th consecutive 
quarterly dividend (15c). 

Notable Nehi. In Columbus (Ga.), 
the Nehi Corp. is another strong-in-the- 


*Named in 1885 by a Waco (Tex.) 
pharmacist for his girl’s physician father. 
A beverage chemist improved the recipe, 
which was taken over by Dallas’ Circle A 
Co. in 1922. A year later the firm was 
reorganized as Dr. Pepper. 
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still untapped: 12,500,000 drinkers 


South pop dispenser with a rather re- 
markable record. Smallest of the big 
carbonators, it is the only one to report 
increased earnings for 1954’s first half. 
What is more, with only a single plant 
serving 450 franchised bottlers, Nehi 
(which puts out in addition to Nehi 
such brands as its 12-ounce Royal 
Crown Cola and its quart-size Par-T- 
Pak) undoubtedly has the highest sales 
per dollar of net plant investment of 
any of the big carbonators. 

Nehi’s sales last year of $13,000,000 
mark a steady but unspectacular climb 
from $9,700,000 in 1949. Unlike its 
major competitors, who have been beef- 
ing up their advertising and promo- 
tional budgets, Nehi has been cutting 
down on them, only this year reduced 
its cash advertising allowance to bot- 
tlers by 25%. The net effect will be a 
boost for Nehi’s current profit margins 
(21.7% last year), but a blow to its 
competitive position. In 1942, Nehi 
commanded a respectable 4.5% of the 
market; today it has only 3.3%. 

Some security analysts think that 
Nehi may be “sacrificing future volume 
on the altar of current profits.” Many 
believe that the company, headed by 
President C. C. (for Carl Cato) Col- 
bert, may have to increase its ad push 
as well as raise prices to maintain or 
increase its market position. Nehi is 
probably fixed well enough financially, 
however, to buck any downward trend. 
Working capital last year stood at peak 
levels, with cash items almost double 
current liabilities. This year Nehi 
should do no worse than 1953’s $13,- 
000,000 gross, and even its generous 
70c dividend, paid for the last five 
years running, may get a boost. 

Cans & Calories. For all the sparkle 
the big popmakers have shown in re- 
cent years, 1954 is shaping up as a year 
that Canada Dry’s Moore describes as 
“confusing” and that another industry 
executive has gone so far as to call 
“chaotic.” The reason for all the con- 
fusion and chaos is that the major car- 


FILLING ’EM UP 


DR. PEPPER AND PATIENTS 
“taste” can be contagious 


bonators are bedeviled by the tastes 
and fancies of a rather fickle public. 

The latest craze in a time of waist- 
line-watching is sugar-free beverages, 
brought on, one soft drink executive 
complains, by the Metropolitan Life In- 
surance Co.’s health hints. To meet the 
challenge from such sugarless drink- 
makers as Cott and No-Cal, some of the 
old guard producers are changing their 
advertising pitches (e.g., Pepsi-Cola’s 
“Refresh without filling”). Coke pro- 
claims only that its famous bottle con- 
tains no more calories than half a juicy 
grapefruit. 

Canada Dry, on the other hand, al- 
ways wary of what President Moore 
likes to call “Mr. Public,” two years 
ago plunged right into the fray with a 
complete line of sugar-free drinks 
called Glamor (“We couldn't,” says 
Moore, “be caught behind the 8-ball”). 
At first Canada Dry thought the devia- 
tion to the dietetics was only a fad; 
now it is convinced they are here to 
stay. Moore thinks they may eventually 
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CANADA DRY’S MOORE 


“Mr. Public” can be unpredictable 
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account for 5% of total industry sales 
Last year, in fact, low calorie drinks 
ran up sales of 5,000,000 to 6,000,000 
cases, are expected to double that jp 
1954. Mr. Public’s sudden yen for drier 
pop is nevertheless amusing to Canad, 
Dry’s Moore, who quips: “We've been 
‘dry’ ever since we started.” 

Equally bothersome to the industry 
is the public’s (and the dealers’) grow. 
ing antipathy to bottles, or rather the 
nuisance of paying 2c-a-bottle deposits 
and then having to truck empties back 
for a refund. The upshot has been eol, 
(or what have you) in cans or non-re. 
turnable bottles. But only 50 of the na. 
tion’s 6,000 bottlers have yet actually 
tried cans, and up to now their suc. 
cess has been questionable. Still, even 
arch conservative Coca-Cola announced 
last month that it will market test fam. 
ily size bottles as big as a quart. 

The biggest drawback is that cans 
cost somewhere between 3c and 4¢ to 
make, an expense that must be passed 
along to the consumer. But will they be 
willing to pay it? The answer seems 
to be no. In Chicago, six 12-0z. cans 
put on sale for 59c had to be reduced 
to 55c. In Philadelphia, three cans for 
29c had to be pared down to 25c. 
One can-testing major producer ob- 
serves that for picnics and the like 
cans are ideal, and the public balks less 
at premium prices when it is out fora 
good time. But the home market is 
something else again. More soft drinks 
were consumed in the home last year 
than all the soft drinks bought in 1941. 

The bottlers are not, however, pa- 
ticularly worried about cans, feel pretty 
confident that Mr. Public will continue 
to balk at the higher price. Additiond 
balm to the bottlers’ way of thinking 
is that even the big beer-in-cans ma- 
ket is only 34% of total beer sales, and 
the bottle is still king. According to 
one soft drink producer, it always wil 
be if for no other reason than that there 
is something in the feel of a cold bottle 
that cans will never duplicate. 

Pop's Prospects. Despite some of the 
hard facts about soft drinks, the boon- 
ing birthrate gives promise of custom- 
ers still uncounted, while the war-bom 
baby bonanza is already producing 
consumers in the pop-happy 5-17 age 
group. To serve them, there are y 
300,000 restaurants, 29,000 hotels 
45,000 motels, 150,000 gas stations aud 
600,000 vending machines that dis 
pense soft drinks. 

Says Coca-Cola’s President Nichol 
son: “The absence of any definable 
saturation point now and in the ft 
ture is one aspect of our business thi! 
forever brightens everybody in 
Beveragemen, no matter what 
brand, will probably have a drink 0 
that—a soft drink. 
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Arter the rich, 12-course postwar ban- 
quet of expansion and inflation, the 
mere fact that a given company has 
boosted sales four or five-fold in a 
decade is not particularly noteworthy. 























tually Knowledgeable investors, in fact, are 
 Suc-#@ looking under quite a different rug and 
se ask this slightly cutting question: “How 
un 





we profit margins holding up against 
the infighting of today’s buyers’ mar- 
kets?” 

Obviously, not all the fast-growers 
can look such investors squarely in the 
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vassed @ eye, Witness the profitless growth in 
ey be textiles, or fir plywood (Forses, Aug. 
seems 15). All of this helps explain the 
- als pleased but by no means relaxed smiles 
duced on the faces of Willard Frederick 
ns for Rockwell, 66, and his son Willard Jr., 
) 25c. 8 39. The $54.5 million Rockwell Manu- 
a ob-@ facturing Co., which they run as chair- 
e like man and president, respectively, stands 
ks less § well up in the honor roll of companies 
t for aff that have grown expansively (five-fold 
‘ket is since 1941) and yet achieved consider- 
drinks § able stability of profit margins. Rock- 
st year @ well sailed through the mild squalls of 
| 1941.8 54's first half with sales trimmed a 
Tr, pal-§ moderate 7%. As for pretax profit 
pretty @ margins, they actually rose from 12.4% 
yntinue @ to 13.2%. All this is in continuation of 
litional a net profit performance that has held 
hinking # above $3 per share for the last seven 
1S. mal years, 
es, adi Cure-All or Cliché? What is even 
ling t0# more remarkable, Rockwell steers this 
iys will steady course in the stormy valve, me- 
at there ter and machinery businesses. By way 
1 bottle of contrast, big valve-makers Walworth 
and Crane suffered a 90% and 49% 
> of the slashing of profits, respectively, in the 
> boom- first half. 
custom-™§ To investors seeking to chart a safe 
var-bor) @ COurse among the tricky cross-currents 





of competitive prosperity, Rockwell is 
us an interesting example of what 
diversification and management can do: 
Rockwell sells to no less than 15 sepa- 
tate markets, ranging from natural gas 
bipelines to hobby power tools; hardly 
a week passes without fresh merger 
Ptopositions arriving at the Pittsburgh 
headquarters, The spotty first half put 
this diversification to a test which it 
passed with flying colors. Rockwell’s 
valves were down, but meters were up 
and the do-it-yourself craze put extra 
steam in their power tool business. 
But “diversification,” that favored 
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ROCK WELL’S FORMULA 


There are some who say Rockwell Manufacturing 
is being run mainly for the benefit of the control- 
ling stockholders. To all of this, the Pittsburgh 
Rockwells have some pretty convincing answers. 


cliché of security analysts, is too pat 
an explanation. The few companies 
that have not yet achieved this magic 
state claim avidly to be seeking it. 
What is really remarkable about “Rock- 
wellizing” as company veterans call it, 
is the carefully-planned manner in 
which the company pursues diversifica- 
tion. The Rockwells are not much im- 
pressed, for example, by theatre com- 
panies that go into the rubber business. 
Nor has Colonel Rockwell, a_battle- 
hardened veteran of two depressions, 
much faith in the kind of flamboyant 
expansion that brings excess profits 
taxes one year, omitted dividends the 
next. 

Logical Progression. Starting in 1925 
with meters (@.g., gas, taxi, water), 
the elder Rockwell, with Mellon back- 
ing, slipped easily into valves. He did 
so with the nervy (for the time) pur- 
chase of the Nordstrom Valve Co. in 
darkest 1932. Nor was this mere de- 
pression-priced empire-building: me- 
chanical know-how for making the con- 
trol devices was not so different from 
that of the measuring instruments he al- 
ready made; furthermore the same util- 
ity industry customers could be served. 
And both products could be mass-pro- 
duced, no mean consideration for the 
cost-conscious colonel who bitterly 
shuns made-to-specification products. 

The same policy of following its 
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nose on the know-how trail to new 
business lines has characterized Rock- 
well’s upwards of a dozen acquisitions 
since then. In 1945 when Rockwell 
glided into power tools by way of Mil- 


waukee’s Delta Manufacturing, the 
transition, though noticeable, was. not 
a reversal. For Delta’s line of small 
power tools fitted Rockwell’s manufac- 
turing techniques nicely. 

Bite Size. As a result of this cautious, 
balanced growth, Rockwell had boosted 
sales to $40.5 million by the time Wil- 
lard Jr. was ready to step into the 
presidency in 1947. The growth has 
continued, and in 1953 Rockwell 
turned out $83.3 million worth of goods 
in some 2.4 million square feet of fac- 
tory space. Yet despite this growth, 
Rockwell has remained essentially a 
small-scale manufacturer. The Pitts- 
burgh plant, the biggest of 16, em- 
ploys a mere 610 workers; the new 
Uniontown (Pa.) plant recently carried 
a payroll of 62. If all this seems like 
small potatoes in the days of Willow 
Run and River Rouge, the Rockwells 
have quite deliberately kept it just that 
way. 

But the Rockwells come of hard- 
headed New England stock. They are 
motivated by no _ starry-eyed ideas 
about returning industry to the coun- 
tryside. The more than $2 million spent 
moving the big Delta plant from high- 
tax Milwaukee into four smaller plants 
was bread cast upon the waters in the 
expectation that it would come back 
many-fold in tax, wage and strike-sav- 
ing dollars. 

“You can,” explains the colonel, “do 
only so much with one production line. 
When it comes to setting up a second 
line, it’s time to take a look at the 
advantages of setting it up elsewhere.” 
An example of the kind of “advantage” 


DEAL: 
they have a new twist for an old cliché 


the Rockwells have in mind occurred 
last year at the Leetonia (Ohio) plant 
where some 150 workers launched a 
stubborn, protracted strike. Exasper- 
ated but by no means cornered, Rock- 
well crated its machinery and betook 
Leetonia’s woodworking equipment op- 
erations to other plants. Even with the 
Leetonia impasse at its worst, the other 
far-flung Rockwell plants were hum- 
ming merrily and a minimum of dam- 
age was done to sales and _ profits. 
“When we're spread out like this,” the 
colonel shrewdly points out, “no union 
can ever break us. You might say we're 
even diversified as to unions.” It’s no 
accident either that many of Rockwell's 
plants are thriftily set up in labor-sur- 
plus towns. The colonel has planned it 
just that way. 

Profits Can Wait. Paradoxically, this 
constant weighing, balancing and cost- 
cutting has taken some of the glamor 
out of Rockwell’s annual reports. The 
Delta moving-day, for instance, cost 
stockholders $1 a share in 1952 and 
1953, a fact which president “Al” Rock- 
well frankly admits. Unfortunately, 
such investments do not stand up to be 
counted on balance sheet day, because 
they are ticketed as “expense” for rea- 
sons which current tax rates make 
obvious. This naturally has resulted in 
a certain amount of grumbling from in- 
vestors who would like to see larger 
published profits to help boost the price 
of Rockwell stock. Therefore, there 
are those who declare that the tax- 
conscious Rockwells are more con- 
cerned about their own estate-building 
than in keeping the 10,000 smaller 
stockholders purring. Since the family 
owns a reported 25% of the 1.8 million 
common shares, the charge cannot be 
entirely shrugged off. (The Rockwells, 
apparently, have chosen to put the bulk 
of their considerable fortune into Rock- 
well Manufacturing rather than in the 
far bigger $134.5 million Rockwell 
Spring & Axle, which the colonel also 
runs. ) 

To these charges, “Al” Rockwell has a 
stock reply. “What’s good for us as 
stockholders is good for all the stock- 
holders,” says he. Much more to the 
point, “Al” can also point to the cur- 
rent $2 dividend, which rounds out a 
five-year average payout of better than 
50%. And, with even more force, he 
likes to bring out a significant fact lurk- 
ing behind any merely cursory reading 


of..the balance sheet: Rockwell’s trim . 
plants are carried on the books at less © 


than $6 a square foot—land, bricks, 
mortar and machinery. What is more, 
several of them are brand new. Just 
another payoff, says earnest “Al” Rock- 
well, from company policy of charging 
to expenses every last dime that the 
Internal Revenue Bureau's rules will 
permit. 


PAINT 


COLOR SCHEME 


Squeeze, shake well, then slap it on—ithat’s the ney 
formula for catching the do-it-yourself paint trade, 


WHEN the $442 million glass, chemi- 
cal and paint-making Pittsburgh Plate 
Glass Company added a new pink-hued 
pigment to the 299 other shades al- 
ready on its palette, general paint man- 
ager Joseph C. Thompson, Jr. was 
charged with naming the baby. Under- 
standably, he turned to his wife for 
help. “Why,” she exclaimed, “it’s just 
the color of shrimp. Call it shrimp 
color.” Her suggestion rang a bell 
with the company’s sales department, 
despite Thompson’s objection that 
“shrimp” sounded “too fishy.” 
Cherchez la Femme. Far from fishy, 
actually, is Pittsburgh Plate’s color con- 
sciousness, aimed squarely at scoring 
a still bigger share of the home deco- 
rating paint trade—where sales often 
depend on feminine fancies. But it has 
found that catering to the demanding 
female is not so simple as selling to 
their more stolid mates. In order to 
generate wide sales appeal, Pittsburgh 
Plate dealers have had to stock as many 
as 900 different interior paints, a re- 
quirement which often complicated 
shipping and inventory problems. 
Kaleidoscope. Pittsburgh Plate’s paint 
department was not long content to let 
such burdens hobble their race for this 
growing market. In Manhattan, Thomp- 
son recently unveiled a formula he 
hopes will make both shopkeeper and 
housekeeper happy: 50 large-tooth- 
paste-size tubes of colorants, which can 
be combined into the entire 300-hue 
range. As newsmen watched, Thomp- 


SS 


son snipped off a corner of a tube, 
deftly squeezed it into a can of od. 
orless paint base. After shaking the 
can for 60 seconds, he uncovered 4 
ready-to-use quart of “eye-rest green,” 

Although not entirely original, the 
Pittsburgh colorant system is an inno. 
vation with carefully-thought-out sales 
appeal. For one thing, it can be mixed 
with any of three different types of 
base for interior use. With the entire 
range dramatically displayed on a large 
color wheel, slow-deciding lady cus. 
tomers can waver to their hearts’ de- 
sire without tying down the entire sales 
department. And small retailers need 
never send a fussy customer away dis- 
appointed. 

Balance Wheel. Not until early next 
year will Thompson be able to gauge 
reaction to his “maestro color system.’ 
But however “maestro” fares, it is cer- 
tain that Pittsburgh Plate will continue 
to revel in paint, which last year 
brought home $115 million of the con- 
pany’s $452 million sales. The 70-year- 
old glass-making firm started diversify- 
ing into paints way back in 1900, e- 
tered chemicals in the ’20s. Such 
long-range spreading-out has paid off in 
stability as well as growth. For e 
ample, with good customer Chryslers 
decline in sales, Pittsburgh Plate’ 
vital auto glass output slumped sharply 
in the first half of 1954. Yet, because 
of its wide range of products and mar 
kets, half-year earnings ($1.85) were 
off only 20% from 1958’s record $2.30. 








BUILDING MATERIALS 


RUBEROID’S STRETCH 


Asphalt roofing and siding are still Ruber- 
oid’s bread and butter. But for fuller fiscal 
fare, it is adding gypsum to its sales menu. 


BerorE youthful Egyptologist Kamal 
d-Mallakh, with the help of a hunch, 
a hand mirror and a flashlight, could 
squirm into eye view of Cheop’s burial 
corridor last spring, workmen had first 
to chip away at several time-smoothed, 
ageless stone blocks. The latter had 
successfully sealed off the corridor from 
discovery since the 3rd millennium B.C. 
and were mortised with gypsum. 

"Gyp" Grab. Last month, though as- 
phalt roofing and siding have long gen- 
erated the bulk of its earnings and 
primarily because President Stanley 
Woodward, 68, is vitally interested in 
enduring profit margins, The Ruberoid 
Co, was busy mortising several new 
gypsum holdings into its corporate 
structure. 

Still digesting the Ebsary Gypsum 
Co., acquired in August for about $1.5 
million and 30,000 common. shares, 
Ruberoid was also running gypsum 
core tests On a newly-optioned 2,400- 
acre tract in Martin County (Ind.). 
Scouring the Hoosier State flatlands for 
still more likely looking acreage, Ruber- 
oid’s land agents were pitted in a hotly 
competitive race against those of the 
nation’s two biggest gypsum operators, 
the United States and National Gypsum 
companies, Both of the latter have al- 
ready sewed up substantial leasehold- 
ings, are blueprinting mining and 
processing plants. Ruberoid’s acreage 
has yet to be proved. Its building plans, 
consequently, have yet to gel. There is 


ROOFING FELT REEL: 
on the other side of the street... 
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nothing fluid, however, about Ruber- 
oid’s gypsum ambitions: “You can make 
a lot of money in gypsum,” says Presi- 
dent Stanley Woodward, “but you have 
to get into it in a big way. Ultimately, 
that is what we plan to do. Acquisition 
of Ebsary was just a stepping stone. It 
is small, but a start.” 


Competitive Paradox. According to 
persistent trade chatter, and this is a 
point on which Woodward is. noncom- 
mittal, Ruberoid snatched Ebsary right 
out from under the corporate nose of 
United States Gypsum (and director 
Sewell-Avery), which is said to have 
unsuccessfully bid for the smallish 
(1953 sales were $1.5 million) Wheat- 
land (N.Y.) plant. Yet paradoxically 
Ruberoid is diversifying into gypsum, 
primarily because gypsum markets, 
pricewise, are “more orderly,” less na- 
kedly competitive and possibly more 
dynamic than asphalt roofing. The lat- 
ter brought in about 60% of last year’s 
$74.5 million sales. 

There is no doubt that the asphalt 
roofing trade can get stickily competi- 
tive. At one point during this year’s 
first half, a spate of industrywide price 
cutting drove Ruberoid’s quotations 
almost 15% below January 1 levels, 
helped depress six-month pretax profit 
margins from 13.8% to 10.8%. The tar 
baby in Ruberoid’s asphalt pile, says 
Woodward, was a “temporary market 
surplus” which has since worked itself 
off. Prices have once more firmed up. 
New housing starts, which fell off in 
this year’s first five months, have gradu- 
ally inched ahead of last year’s near 
peak levels and indicate that Ruber- 
oid’s nine-month sales figures will come 
in at a high pitch. 

Woodward cautions, however, that 
housing starts, of themselves, are not 
a precise gauge of his company’s profits 
heading, largely because of the lag be- 
tween the time when foundation crews 
move out and the carpenters begin 
ordering and pounding roofing and sid- 
ing into place. Though Ruberoid ex- 
tracts a big percentage of sales from 
maintenance and repair work, new 
housing is its life blood. Thanks in part 
to the new housing law, which liber- 
alized FHA mortgage terms, Wood- 
ward thinks that housing starts will 
continue to mushroom, for Ruberoid 
sees only open vistas ahead. 

Slow Leak. Ruberoid’s big problem, 
of course, will be to hold on to and 
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PRESIDENT WOODWARD: 
. .. no tar babies in the asphalt 


expand its share of this growing market. 
So far it has apparently been able to do 
this without any strain. Since 1949, for 
instance, the company’s sales have in- 
creased 48%, vs. 41% for Certain-Teed 
and 33% for Flintkote, two of its chief 
competitors. Profitwise, Ruberoid has 
not fared quite as well. On balance, 
since 1949, Ruberoid’s pretax profit 
margins are outweighed not only by 
Certain-Teed but by Johns-Manville, 
United States and National Gypsum as 
well. Stanley Woodward, who joined 
Ruberoid in 1928 and acceded to the 
presidency in January when predeces- 
sor Herbert Abraham, 71, became board 
chairman, ascribes this profits difference 
to a difference in product mix—most 
notably, gypsum. He adds that “we 
have long since seen the need for di- 
versification, but those kinds of plans 
take time to mature.” 

Actually, there has been a slow leak 
apparent in Ruberoid’s profit margins 
since 1950. In that year Ruberoid 
brought 15.3c out of every sales dol- 
lar down to pretax earnings. By last 
year, its pretax profits ratio had dropped 
to 13.3%. Rising labor and selling costs, 
which have climbed from 25.8% to 
27.1% and from 3.4% to 4.1% of sales, 
respectively, have taken their toll. 
Sharp penciled pricing policies, mean- 
while, notes Stanley Woodward, have 
kept Ruberoid from “recouping its in- 
creased costs.” 

The Cash Box. Ruberoid, of course, 
has tried to cut its way out of this 
squeeze by honing up its technology, 
countered the thrust of increasing 
freight absorption costs by edging its 
manufacturing operations closer to im- 
portant markets. Though it has long 
boasted one of U.S. industry’s strongest 
cash positions (last year current ratio 
was a thumping 11.9 to 1), only re- 
cently has Ruberoid shown much more 





than a hyper-conservative itch to ex- 
pand. Though President Woodward 
claims that “up until now we have been 
able to ship without worrying too much 
about freight costs,” he adds with inad- 
vertent significance that “never before 
have I seen [chairman] Herbert Abra- 
ham so enthusiastic about expansion.” 

This enthusiasm, in addition to the 
more recent Ebsary purchase, last 
spring pricked Ruberoid into picking 
up the Dixie Asphalt Co. of Savannah 
(Ga.). That acquisition enabled Ruber- 
oid to get a more economical distribu- 
tion leg into Florida, Georgia and South 
Carolina. Unlike the competition, how- 
ever, the company has yet to put up a 
plant on the West Coast, an oversight 
which it is in the process of remedying. 
Ruberoid recently bought up an indus- 
trial site in Los Angeles and President 
Woodward says that he “will be very 
much surprised” if he doesn’t have a 
mill running there by 1956. 

Future Reference. A long-time sales- 
man, Woodward betrayed not surprise 
but an appreciative chuckle when an 
“authoritative” reference work rather 
ambivalently and simultaneously iden- 
tified him as (a) “National treasurer 
of the Democratic Party since 1953” 
and (b) as simply a “Republican.” 
Actually, Woodward is unequivocally a 
Republican. But he makes no bones 
about wanting to work both sides of 
the building materials street. Gypsum, 
coupled with his old-line asphalt and 
asbestos, will give him the chance to 
do so. 


OIL 
BUDGETING AUNT JANE 


Ir never pays to underestimate the 
power of a woman. At his annual meet- 
ing last spring, President David T. 
Staples of the $362.4 million (assets) 
Tide Water Associated Oil Co., had an 
answer to every stockholder’s objection 
to his proposal to pay stock instead of 
cash on his common. Tide Water, said 
he with awesome finality, needed funds 
for crude exploration and development 
and refinery upgrading. 

But one determined lady stockholder 
was unimpressed by the argument. “I 
need the dividends to cover my house- 
hold budget!” cried she. “What am I 
going to buy groceries with?” Staples 
shook his head; he did not know where 
she would get the money. 

Last month, however, Staples found 
an answer. Tide Water’s directors, he 
announced, were mulling over a plan 
under which  stock-dividend-paying 
common shares could be swapped for 
cash-paying preferred ones. The bene- 
ficiaries? “. . . stockholders who require 
current cash for income,” sighed 
Staples. 


TELEVISION 


COLOR BARRIER 


WHEN RCA, in late September, un- 
veiled its latest bid for color television 
supremacy, a 21-inch color tube, Chair- 
man Sarnoff was in a jocular but vision- 
ary mood. Regarding his see-saw race 
with CBS to break through the barrier 
imposed on color by complex circuitry 
and costly tubes, David Sarnoff told 
newsmen that “by the time you get 
around to picking the winner of the 
next round,” the transistor may have 
consigned all color tubes to obso- 
lescence and oblivion. 

Deathly Hue. More immediately, how- 
ever, RCA’s newest creation in cath- 
odes, which offers 250 square inches of 
viewing surface, may well have 
sounded taps over CBS’ recently-un- 
veiled 19-inch color tube. Radio Corp.’s 
hyper-thyroid sales promotion men 
missed no chance to capitalize on this 
possibility. But even as they chanted 
that color television had now “come of 
age,” newsmen were mumbling a catch 
phrase of their own: “The more things 
change, the more they are the same.” 

For while Radio Corp.’s latest re- 
search broadside hit the 21-inch bulls- 
eye and seemingly solved for all time 
one of color TV’s biggest problems— 
the handkerchief-sized screen—mass 
color television is still somewhere over 
the rainbow. Radio Corp. has some- 
what simplified the medium’s compli- 
cated circuitry problems but those 
which remain are intricate enough to 
make a Rube Goldberg blueprint seem 
as uncluttered as a ranch-house floor 
plan. They are the big reason why 
RCA’s 21-inch color sets, on which it 
expects “quantity production” sometime 
next year, will retail at $800-$900. 
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RCA’S NEW 21-INCH COLOR TUBE 


How High Is Up? Quantity produe- 
tion and improved technology, of 
course, will ultimately break the color 
TV cost barrier. But just what RCA 
means by “quantity production” is 
anybody’s guess. Pinned down on this 
point, one executive parried with a 
question of his own: “How high is up?” 
Not to be outdone publicitywise, CBS 
also had newsmen asking questions 
when it announced that it would have 
a 22-inch color cathode ready for in- 
dustry sampling around November 1. 
But the answer to the TV setmakers 
$64 question—When will we get mass 
color?—is still locked up in the labore 
tory and will ultimately be broached 
only by a unique combination o 
shrewd engineering and naked con- 
petition. 


a visionary mood 
Forbes 


RCA’S SARNOFF: 
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SULPHATE SHOCK ABSORBER 


Can an oil company take out an insurance policy against 
wildcatting losses? North Canadian Oils thinks it has. 


frank E. Rusen, 60, president of $4.3 
million (assets) North Canadian Oils, 
Ltd., has spent most of his life wild- 
catting for oil. In the U.S., he “lived 
on the derrick floor” while looking for 
oil; in Canada, he has more recently 
put in more than 20 years of drilling 
holes across the western provinces. Last 
month wildcatter Ruben had still an- 
other wildcat by the tail, but this time 
his chances for success seemed far 
greater than oil's traditional nine-to- 
one odds. 

Drifting into New York, short (5’6”) 
Frank Ruben teamed up with big 
(6°2”) Roy King Ferguson, 61, presi- 
dent of the $191.3 million St. Regis 
Paper Co., in electing a slate of of- 
ficers for North Western Pulp and 
Power, Ltd.* Jointly owned by the two 
companies, North Western has a lot of 
ambitious plans. By 1956 it expects to 
be operating a $30 million, 300-ton-a- 
day bleached sulphate pulp mill near 
Edson, Alberta (Canada). A year later 
it will complete an $8 million addition 
for the manufacture of kraft paper and 
board (used in containers), and by 
1960 it will probably finish still another 
$7 million expansion program. The 
mill also will turn out multiwall bag 
paper, of which St. Regis already is 
the largest manufacturer in the U.S. 
and Canada. Ferguson and Ruben will 
finance the mill by putting up $5 mil- 
lion in equity capital apiece, and will 
raise another $20 million through sen- 
ior financing. Indications are that 
Ruben, to avoid diluting his common, 
will raise his share via a privately- 
placed 4% debenture issue. 

_A Pad for "Pete." For Roy Fergu- 
son, the deal was a natural, since add- 
ing just one new paper machine at his 
Tacoma (Wash.) mill would have left 
with no excess pulp capacity. But 
What, Wall Streeters wondered, was 
Wildcatter Ruben doing in the paper 
iness? “Even my associates were 
izzled about that,” says Ruben. “At 
Be they thought I had a hole in my 


Actually Ruben has _ apparently 
Worked out a nearly perfect hedge 
against the enormous odds in finding 
‘Pete.” Roy Ferguson’s St. Regis, which 
will supply the technical skill and 
Pulpmaking know-how needed to op- 


*Chairman: Ruben; president: Ferguson. 
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erate the mill, also will take about half 
of the plant’s annual output of 100,000 
tons of pulp. Its nationwide sales or- 
ganization (last year’s gross sales: over 
$200 million) will sell the remainder 
in a market that has grown more rap- 
idly in the last few years than has that 
for any other type of pulp. In the last 
ten years, while U.S. production has 
been stepped up by more than 330%, 
imports of bleached and semi-bleached 
sulphate rose more than 1,350% (the 
Canadian product enters the U.S. duty- 
free). 

With his 50% share of North West- 
ern’s profits, Ruben, a co-discoverer of 
Canada’s Armena Field (37°-38° gravity 
oil), will sink more oil wells. “The in- 
dustrial background of our paper earn- 
ings,” explains he, “will stabilize our 
over-all earnings. It’s also a safeguard 
against an allowables cut. Paper, you 
might sav, will be a pad against oil 
losses.” 

Despite Canada’s generous 3314% de- 
pletion allowance, vs. the U.S.’s 274%, 
North Canadian can use the padding. 
Incorporated in 1947, the company 
made its first strike in 1951 and spent 
most of the following year completing 
19 wells. As a result, it was not able 
to run in the black until 1953 (earn- 
ings: 2c a share), and its common suf- 
fered its share of ups and downs on 
the American Stock Exchange. Thus it 
has yet to pay its first dividend, but 
this shortcoming does not bother 
Ruben, who himself owns well over 
500,000 shares (current price: about 





PAPER-“PETE” TREND? 


North Canadian Oils, Ltd., is 
not the only oil company to drill 
for profits in paper and pulp. The 
$83.5 million (assets) Houston 
Oil Company of Texas currently 
is building a pulp and paper mill 
jointly with Time, Inc. Of Hous- 
ton Oil’s 1953 sales of $31.8 mil- 
lion, no less than $1.6 million 
came from the sale of timber on 
land owned by the company since 
1901. Drawls Treasurer Foster 
Parker: “There’s one thing about 
trees: with proper re-forestration 
methods, they replace themselves. 
That’s more than oil does.” 











NORTH CANADIAN WOODPILE: 
green trees for greenbacks 


4, the year’s high). “A man who would 
pay out dividends in a company’s form- 
ative years,” says he, “ought to have 
his head examined. We'll build up a 
good back reserve and then pay out 
everything we can.” 

The New Look. North Canadian’s un- 
profitable past actually is no indication 
of its future. Ruben has been diversi- 
fying at a rapid pace. He started by 
buying North Western Pulp, now re- 
capitalized and reorganized. In the sale 
he acquired vast timber reserves that 
will furnish the raw materials for the 
new mill. Estimated at some 25,000,- 
000 cords of pulpwood and over 1,500,- 
000,000 board feet of saw logs, the 
tract is believed by Ruben to be the 
largest timber reserve in a solid block 
and under one ownership on the North 
American continent. Another indication 
of its size is that it equals St. Regis’ 
own reserves. 

Last year Ruben also acquired the 
Bryan Mountain Coal Company, Ltd., 
which will supply low-cost fuel for a 
power plant to be built in conjunction 
with the mill. Currently he is eying 
asset-rich Canadian gas companies em- 
barrassed by shortages of working 
capital. 

Prospector'’s Prospects. Will Ruben 
find a new sort of gusher in his coal- 
pulp-paper-oil operations? By Wall 
Streeters’ calculations, he stands a good 
chance of doing so. Bryan Mountain’s 
50,000,000 tons of proven reserves, 
taken at a nominal value of 10c a ton, 
are worth a cool $5 million. Moreover, 
since the Bryan mine is only 30 miles 
from the proposed mill and is thus as- 
sured an attractive price for its coal, 
the Street estimates that the company 
should net $200,000 a year once sul- 
phate pulp operations start. Placed on 





WILDCATTER RUBEN: 
goodbye, scratches 


top of North Western’s timber holdings 
of $70 million, the coal reserves bring 
Ruben’s share to $38 million, or $8.34 
for each of the company’s 4,496,- 
906 outstanding shares. Opening Wall 
Streeters’ eyes further is the fact that 
the calculations do not include North 
Canadian’s estimated oil reserves of 
2,000,000 barrels. As Roy Ferguson 
himself said, when he first heard about 
the 4,000 square miles of timber tract 
in the foothills east of the Canadian 
Rockies: “It looks like a dandy.” 


CHEMICALS 


LEGITIMATE ARSON 


In forging its fiery 152-year history, 
E. I. du Pont de Nemours & Co. has 
never flinched from burning its bridges 
behind it. Last month matchless du 
Pont was methodically engaged in 
burning down still another bridge with 
the past: its antiquated dynamite plant 
at Repauno (N.].). 

The decision to burn down the old, 
outmoded plant building by building 
was made last spring when du Pont’s 
engineers feared that after 70 years of 
turning out high explosives the ven- 
erable buildings were so impregnated 
with powder as to make ordinary demo- 
lition unthinkable. 

The “legitimate arson” is now about 
75% done, with 125 different frame 
buildings systematically (but safely) 
reduced to ashes. In their place, du 
Pont will soon raise spanking new fa- 
cilities on the 400-acre burned-out site. 
Among them: a big nitric acid plant 
and an electronically controlled plant 
for making D.M.I. (dimethyl tereph- 
thalate), basic ingredient in the produc- 
tion of Dacron polyester fibre and 
Mylar Polyester film, two of du Pont'’s 
fastest growing products. 





MOVIES 





CHROMATIC FIREWORKS 


Hollywood’s widescreen has helped revive the 
sagging box office. But for color king Kalmus 
it brought a temporary slump and a lawsuit, 


More than 25 years of rainbow-tinting 
Hollywood’s synthetic day-dreams has 
made the label Technicolor a household 
word. It has also made a tidy fortune 
for Herbert Thomas Kalmus, 72, a one- 
time physics professor who founded 
Technicolor, Inc., in 1922. In a movie- 
land hardpressed by free black-and- 
white TV entertainment, color has be- 
come as important to the box office as 
bathing-suit poses to a hopeful starlet. 
So, though the movie-makers’ box office 
take went into a slump after 1947, 
Technicolor continued to rack up new 
sales records year after year. 

Until recently that is. Last year, 
moviemakers began acting as though 
they had discovered the greatest 
thing since electricity in CinemaScope 
and other wide-screen processes. But 
to Technicolor’s dismay, moviemakers 
complained that its dye transfer imbibi- 
tion process sometimes produced fuzzy, 
ill-defined images when blown up for 
CinemaScope. Before long the studios 
had begun grinding their king-size 
epics in Eastman color negative instead 
of Technicolor, despite the fact that 
Technicolor’s patented, highly-secret 
process is by far the lowest-cost color 
printing available. 

No Break for the Indie. Nevertheless, 
Technicolor continued to pocket the 
lion’s share of the color printing busi- 
ness. To William C. McMillen, Jr., who 
bosses rival Pathe Laboratories,* this 
was extremely galling. Technicolor, said 
MeMillen, was frequently using the 
Eastman printing process, and then 
tacking its own “color by Technicolor” 
label on it. For McMillen, trouble- 
shooting lieutenant of Railway Mogul 
Robert R. Young, this spelled an un- 
fair edge for Technicolor in the fight 
for color business. And like his chief, 
MeMillen is no man to run away from 
a fight. 

Slugging It Out. Charging “deliberate 
deception of producers and _ public,” 
McMillen slapped a $400,000 damage 
suit on Technicolor. Then he asked the 
Federal Trade Commission to make 
Kalmus stop labelling the Eastman rain- 
bow with the Technicolor monicker. 

In movieland, where dramatics are 
by no means limited to the shooting of 


*As president of the Young-controlled, 
$21 million collection of nine miscellane- 
ous businesses known as Chesapeake In- 
dustries, Inc. 
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films, the upshot was what Variety de. 
scribed as “the battle of the dyeworks,” 
McMillen and Young, Kalmus charged, 
were miffed because Technicolor had 
refused to take Pathe off their hands, 
Snorted he: “Pathe is attempting to try 
its case in the newspapers.” And, said 
Kalmus, Technicolor now can print 
CinemaScope properly by dye imbibi- 
tion. Furthermore, said he, Techni is 
perfectly within its rights in labelling 
its lab output as “color by Technicolor,” 
regardless of the process used. 

But whatever the labels, all this led 
to a spell of rough weather for 
Kalmus. 

Hard hit by the Hollywood economy 
wave and confusion over competing 
“scopes” and “ramas,” Technicolor’s 
earnings skidded 60% to 32 cenls a 
share ‘n the first half of 1954. But this 
summer, with cinema factories boom- 
ing again, Technicolor was once more 
on a profitable even keel. Third quar- 
ter profits spurted to 40 cents a share 
60% ahead of last year and Kalmus was 
promising equally bright returns for 
the final quarter. 

Whether McMillen’s legal counter- 
attack would loosen uptrending Tech- 
nicolor’s firm grip on Hollywood inde- 
pendent color processing remained an 
open question last month. This much, 
however, was clear: McMillen had re- 
minded both Hollywood and the public 
that all that’s chromatic is not necessar- 
ily Technicolor. 





























EX-PROFESSOR KALMUS: 
still on top? 
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THEATRES 










Wuen Charles P. Skouras, president of 
National Theatres, Inc., the U.S.’s sec- 
ond largest movie theatre chain, last 
month shepherded a group of officers 
and directors east from his Los Angeles 
headquarters to meet for cocktails and 
questions with Manhattan financial 
writers and security analysts, the rumor 
nills began buzzing overtime. 


National’s task force, whispered “in- 
siders,” had steamed east for a very 
special reason: to win friends and in- 
fuence people in preparation for an up- 
coming proxy fight. Voluble Charlie 
Skouras, however, quickly laid this con- 
versational ghost by the heels. Actu- 
ally, said he, the sortie was prompted 
oily by his desire to give financial writ- 
es and, through them, investors, a 
closer look at the company. As for 
proxy fights, said he, nothing serious 
was afoot. “Why should there be?” he 
asked. “I am a damn good manager and 
my stockholders know it.” 

Pretty Pictures. And on the record, 
Skouras indeed seems to be not a bad 
manager at all. In pleasing contrast to 
laboring RKO Theatres and to the 
US.’s largest exhibition chain, United 
Paramount Theatres, which has been 
fighting a rear guard action against the 
losses piled up by its television arm, 
American Broadcasting Co., at the nine- 
months’ mark National had chalked up 
a highly respectable $1.8 million in 
eamings on $47.6 million in sales. 
Thus, despite ever deepening inroads 
made by television on his movie-going 
audience, Skouras’ earnings figures 
were holding up to about the same 
levels as last year’s. 

Partly because of this notable stay- 
ing power, National’s common last 
month hit 10%, a new high, on the Big 
Board. Variety, the Bible of Show Busi- 
ness, hazarded the opinion that Na- 
tional’s market climb fitted the “ac- 
cumulation pattern” that is the usual 
prelude to a proxy fight. But the only 
tangible evidence available suggested 
‘nother conclusion: that National is 
merely sharing in the investor fervor 
that has marked the “entertainment” is- 
ues this year. Since January, while the 
market as a whole has climbed about 
we the movie stocks have advanced 










































Tax Tack. “Better pictures” (i.e., 
nore money-making ones) have helped 
0 spur this advance. Almost as help- 





SKOURAS’ SORTIE 


Despite the thunder of a rumored proxy fight and 
the baleful gleam of TV’s mesmeric eye, National 
Theatres generates plenty of investment appeal. 


ful, especially for exhibitors, has been 
the demise of the 20% admission tax, 
which was killed early this year. Like 
most exhibitors, National Theatres has 
passed along only a 10% tax saving to 
its patrons, held on to the balance. 
Thus, thanks to what, in effect, has 
been a 10% boost in admission prices, 
National was able in the fiscal year 
ended September 30 to post earnings 
of approximately $1 a share vs. 9le a 
share last year. 

This gain, however, will not be im- 
mediately reflected in the company’s 
dividend checks. At the close of fiscal 
1953, National’s long-term debt stood 
at a massive $23 million, almost 50% 
of total capitalization. Moreover, the 
company’s indenture agreements pro- 
hibit it from paying out dividends 
amounting to more than 50% of net so 
long as earnings hang below $3 million 
in any given fiscal year. Last year, for 
instance, National was permitted to 
pay out only 37c per share. Recently 
Skouras has been trying to get his 
creditor, the Metropolitan Life Insur- 
ance Co., to lift his dividend ceiling. 

National’s debt load has its advan- 
tages, however. Because of it, the com- 
pany’s working capital stands at a very 
comfortable 13% of total assets and 
Skouras has not been timid about put- 
ting his borrowed cash to use. In addi- 
tion to buying out several minority in- 
terests for about $2 million, he has 
pumped $5.5 million into new Cinema- 
Scope and stereophonic sound equip- 
ment, an additional $1 million into 
Magna Theatres Corp. debentures. 


ROXY THEATRE “SWEETS” BAR: 





Magna's Opus. Magna owns distribu- 
tion rights and 60% of the profits on 
all pictures filmed in the three-dimen- 
sional, Cinerama-like Todd-AO produc- 
tion and exhibition process. Tune- 
smiths Dick Rodgers and Oscar Ham- 
merstein II also hold a_ substantial 
piece of Magna, which recently com- 
pleted filming their cornball classic 
“Oklahoma!” From “Oklahoma!”, which 
was shot in Arizona and is Magna’s 
first three-ply opus, National Theatres 
stands to draw a two-ply profit—first 
by exhibition and also through its 4% 
share in Magna’s profits. 

Should “Oklahoma!” prove a money 
maker, it may well seem to Skouras as 
a kind of poetic justice. For the most 
part, National’s theatres are located 
west of the Rockies, where television 
has blossomed a little less slowly than 
in the East. National is only now be- 
ginning to feel the full impact of TV’s 
stay-at-home influence on the box of- 
fice. Largely because the coaxial facts 
of life are what they are, at last year’s 
nine-months’ mark, National’s attend- 
ance had dipped almost 15%. Ever op- 
timistic, Skouras hopes that once tele- 
vision’s first massive novelty appeal 
has worn thin, things will pick up. 

Sweet Tooth. Despite video’s baleful 
influence, National Theatres has an ex- 
tremely profitable prop in its brisk 
theatre candy trade, which in fiscal 
1953 accounted for about 18% of con- 
solidated sales, but almost 30% of net 
earnings. National, says Skouras, buys 
its “ju-jus” and “peanut chews” directly 
from the manufacturer, thus is able to 
bypass that anonymous profits taker, 
“the middleman.” Last month, how- 
ever, conceding that there are more 
profits than caramel in National’s pop- 
corn, investors were resigned to the 
fact that further dividend sweetening 
would have to await the pleasure of 
still another “middleman”—the Metro- 
politan Life Insurance Co. and its de- 
benture restrictions. 





PRESIDENT SKOURAS: 


in cornball classics and popcorn, more profits than caramel 
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RAIL EQUIPMENT 


FREIGHT CAR 








SWITCH 


After a bumpy 60-year ride, Pressed Steel Car 
has gone to the roundhouse for a new start. 


Once the nation’s third largest maker 
of freight cars, the Pressed Steel Car 
Co. has since 1949 jumped the tracks of 
the railway car industry, today does not 
build a car. By switching from the 
freight car building business to lines 
such as home cookware, pumping 
equipment, lathes and aircraft parts, 
Pressed Steel Car last year posted 
record earnings of $2.6 million and 
rang up $95 million in sales, more than 
double its annual average for the five 
preceding years. This radical conver- 
sion from cars to kitchenware and other 
goods is no more startling than Pressed 
Steel Car’s hike in earnings, nearly 40% 
last year, with freight cars counting 
for only 30% of sales. 

The Long Count. Even during the 
years when the rail equipment business 
was a prosperous one, Pressed Steel 
Car did not do very well; finally, in 
1933, after 14 erratic years, Pressed 
Steel Car closed up shop. When it re- 
opened in 1936, it fared a little better. 
But by 1948 its borrowings and bad 
debts totaled $8 million and it was only 
one step ahead of the sheriff. Pressed 
Steel Car’s shops, capable of turning 
out 44 cars a day, were producing less 
than half that number. Then in 1949 a 
whirlwind hit Pressed Steel Car in the 
shape of John I Snyder, Jr., president 
and board chairman, who shunted the 
company out of the precarious rail 
trade and into the direction of financial 
health and wealth. Pressed Steel Car 
started picking up assorted steel fabri- 
cation companies and was soon turning 
out a diversified line of metal goods 
that began putting a little black ink 
into its year-end reports. By mid-1952 
non-rail production accounted for half 
of Pressed Steel Car’s income and by 
year’s-end—after Snyder had nailed 
Axelson Manufacturing Co. ($25 mil- 
lion sales in 1953) for 537,930 shares 
of Pressed Steel Car stock—its rail 
equipment business had shrunk to a 
quarter of total production. 

Last month ambitious Pressed Steel 
Car took its largest plunge into diversi- 
fication. For around $10 million, it 
snapped up Chicago’s Clearing Ma- 
chine Corp., the nation’s leading maker 
of mechanical and hydraulic presses for 
the metalforming industry. “In Pressed 


Steel Car’s five-year diversification 
plan,” announced sharp-eyed John 


Snyder, “we have been moving steadily 


toward just this sort of acquisition.” 
Snyder, 45, believes that acquisition of 
Clearing Machine Corp. is a long step 
forward in Pressed Steel Car’s fortunes, 
to which it will add some $30 million 
in annual sales; this year earnings are 
expected to hit about $2 million. “We 
can now expect,” says Snyder, “normal 
annual sales of around $90 million or 
$100 million.” 

This year, however, Pressed Steel 
Car’s earnings will probably fall short 
of the record set in net profits last year. 
Early in 1954, when freight car busi- 
ness continued its long downward 
slide, Snyder finally decided to call it 
quits and locked the doors of his last 
car plant. This move was mirrored in 
Snyder's report of mid-year sales, 
which totaled only $31 million, almost 
one-third below last year’s. Despite this 
dip, however, Pressed Steel Car’s com- 
mon will probably continue to yield its 
80c per share dividends to stock- 
holders. 

On the Up & Up. Now, having ended 
its 60 years in the bumpy and unpre- 
dictable freight car business, and ac- 
quired such solid earners as Axelson 
and Clearing Machine Corp., Snyder 
believes that the company at last is on 
firm financial ground. He is still shop- 
ping around for more bargains, and 
he is also working on another big 
change for Pressed Steel Car—a new 


name, 


EX-CARBUILDER SNYDER: 
other days, other ways 
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AIRLINES 











NATIONAL’S HEALTH 


WHEN National Airlines’ glowing fiscal 
1954 financial report hit Wall Street 
brokerages last month, a cannonade of 
market letters promptly boomed Ne- 
tional as a sound investment. The rea- 
sons: 

© A $10.5 million outlay in 1954 fo; 
10 Convair 340s and four Douglas DC. 
7s gave National one of the most mod- 
ern airfleets in the U.S. Average plane 
age: two years. 

® 1954 gross climbed 17.7% to a rec 
ord $38.7 million; net earnings per 
share rose from $3.99 to an all-time 
high of $4.42. 

© “Top-grade management” shaved 
costs per available seat mile from $3,3] 
to $3.17. Average cost for all domestic 
trunks: $3.52. 

National's beaming boss George T. 
(“Ted”) Baker gathered in the plaudits 
from the Wall Street backfield, listed 
some other notable successes: 

® National was the first domestic air- 
line to install radar on its planes. 

®In 1954 the carrier became the 
first to carry 3c letters by air from 
Washington, D.C. to Miami. 

© By purchasing a 7-passenger Sikor- 
sky S-55 for flights in the Miami-Palm 
Beach area, National became the first 
trunk line to schedule intercity heli- 
copter service. 

© “To increase its service to the 
community,” National petitioned the 
Federal Communications Commission 
for a television station in Miami. 

Baker was hardly winded. “Last 
year,” said he, “we netted $3.03 a 
share from capital gains. We simply 
sold some old DCs when the market 
was high. That’s good business. Delta 
Airlines sold some planes a while back 
when the market was down. I dont 
think that was very smart.” 

Baker then mentioned that he had 
just returned from a summer inspection 
trip of the British turboprop-powered 
Viscount, 40 of which were. purch 
by Capital Airlines earlier this yea- 
“We'll fly anything we can make money 
on,” said Baker. “But we're not inflv- 
enced by Capital. We don’t even cart 
what Eastern Air Lines does. We do all 
right by ourselves.” 

Eastern’s Eddie Rickenbacker, # 
fierce National competitor on the luct® 
tive New York-Miami run, growled las 
month, “Hell, Baker’s been hanging 0 
Eastern’s coattails for years. He'll d0 
anything we do. And let him keep his 
helicopter. I hear its losing money. 

A week later Rickenbacker was rea” 
ing his own share of Canyon kudos. He 
had just doubled Eastern’s annual div 
dend rate to $1.00. 
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GENERAL Lucius D. (for DuBignon) 
Clay, 57, Chairman of the $237.9 
million (assets) Continental Can 
Company, has never cared much 
about fancy trappings. When he was 
stationed in Washington, Clay was 
one of the few members of the Pen- 
tagon palatinate without a rug in 
his office, and when he joined Con- 
tinental in 1950, Clay confined his 
redecoration merely to hanging a 
few pictures of personal friends 
(e.g., Generals Eisenhower and 
Marshall). “We soon came to real- 
ize,” said an associate, “that it 
wouldn’t have mattered to him if 
we'd offered him a desk in the lob- 
by. He’s a very strong fellow, wher- 
ever he sits.” 

General Inspection. Clay, who 
needs only a toga and a garland of 
laurel leaves to look like a Roman 
emperor, proved his stamina almost 
immediately. In a briefing session, 
he was told that the company had 
64 installations scattered across the 
whole of North America (can plants 
must be near markets; empties 
are expensive to ship). Continen- 
tal’s chain-smoking new chairman 
promptly hopped aboard a company 
plane and within a month had vis- 
ited every one of his clattering, 
clanking units. Never in memory had 
any Continental official ever em- 
barked on so arduous (and ear-split- 
ting) an expedition. But Old Soldier 
Clay believed it only right that he 
get acquainted with all the elements 
in his new command. 

Scanning Continental’s balance 
sheet, Wall Streeters are inclined to 
agree that he made a perceptive job 
of it. In 1949, before Clay took over, 
Continental finished out the year 
with sales of $331.5 million. Last 
year, as the nation’s second largest 
canmaker (the first, with roughly 
45% of the market to Concan’s 30%: 
Bill Stolk’s $384.9 million American 
Can Company), Continental racked 
up sales of $554 million, a 16% in- 
crease over 1952. Moreover, pretax 
earnings were $3.7 million greater 
than in 1952, although Continental 
was hit by a long strike at year’s 
end that cost it $5 million. 

Dividends have more than kept 
up the blistering pace. In 1949 Con- 
tinental was paying $1.50. This year 
Clay has the dividend up to $3. 

Clay's Way. Clay’s success in civ- 
vies came as no surprise to the mili- 
tary. The possessor of a phenomenal 
memory, the General was once de- 
scribed as the Army’s closest coun- 
terpart to the Navy's renowned 


MR. CHAIRMAN 





thinking machine. Bubbled the blasé 
New Yorker: “If administrative jug- 
gling were as visually appealing an 
art as, say, the juggling of cigar 
boxes, he would probably rank with 
W. C. Fields.” 

The son of a U.S. Senator, 
Georgia-born Clay entered the Corps 
of Engineers on graduation from 
West Point (Class of 1915), made 
a name for himself as one of the na- 
tion’s top river-and-harbor experts. 


Continental Can’s Lucius Clay 


But it was War II that brought him 
front-page attention. A top adminis- 
trator in Washington, Clay went to 
Europe in 1944 and doubled the 
rate of cargo flowing through vital, 
bottle-necked Cherbourg. He re- 
turned to the Continent in 1945 as 
Deputy Military Governor-elect of 
the U.S. Occupation Zone of Ger- 
many, where he conceived and 
maintained the famed Berlin airlift 
when the Russians threw their bear- 
hug around the city. 

When Continental Chairman Carle 
C. Conway was retiring, Sidney J. 
Weinberg, senior partner of the in- 
vestment banking house of Gold- 
man, Sachs & Company and a Con- 
can director, recalled the beetle- 
browed, now retired officer he had 
served with on the War Production 
Board. He plumped for Clay. The 
general got the job. 

Canner's Cadence. Even though he 
knew little about can manufacturing, 
Clay was with Continental less than 
two months when he decentralized 
the company. The metal division 
(cans alone are 77% of Concan busi- 
ness) was split into three geographic 


divisions. The rest of the company 
was divided by product. 

Continental boasts it has been 
strong for diversification since 1905. 
Clay made it more so. Last year 
alone he uncapped such new acqui- 
sitions as: 

® The Betner Co., which turns 
out around $13 million annually in 
paper, cellophane and plastic bags, 
used to package such products as 
potato chips and coffee. 

® Bowes Industries, a manufac- 
turer of paper picnicware (paper 
plates) which it also pre-packages 
for retail stores. 

® The Elmer E. Mills Corp., 
which makes the popular polyethy- 
lene “squeeze” bottles and other 
molded plastic articles. 

© The flexible division of Shell- 
mar Products. Undoubtedly the 
brightest star in Continental’s new 
constellation, Shellmar was a major 
acquisition that gave Clay an addi- 
tional $27 million in sales in the 
rapidly-growing field of converting 
cellophane and other plastic films. 

The future? Last month Clay 
made a bid to buy the American 
Paper Goods Co., which makes pa- 
per cups, bags and envelopes. Amer- 
ican Paper stockholders vote on the 
plan this month (one already has 
rapped the proposed stock swap as 
unfair to APG shareholders). Clay 
plans still more diversification for 
Continental. “We are interested,” 
says he, “in anything in the packag- 
ine field, other than glass.” Why not 
glass? “We couldn’t compete that 
heavily with ourselves,” explains the 
general. 

Soft Drinks & Hard Money. Clay 
also stepped up Continental's re- 
search (headed by West Point class- 
mate General Clarence Lionel Ad- 
dock), saw it pay off in 1953 when 
Cantrell and Cochrane introduced 
“Super Coola” in a cone-shaped, 
crown-topped can developed by 
Continental. Some soft drink men 
claim cans are losing out as a pop 
peddler. Clay believes otherwise. 
“Cans won't take over the soft drink 
industry tomorrow,” he warns. “But 
the potential is so great that even 
if we get 10% of the market it would 
be a very substantial increase in 
sales.” Clay will not predict what 
he believes the ultimate percentage 
of pop in cans will be, saying he 
wants to get the initial 10% first. 
His associates, knowing the gentle- 
man from Georgia well, will not bet 
that he does not capture that first 
10%. 
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~ HOW TO RETIRE SOONER 


by earning a small income 





Government figures prove you need much less 
money if you retire to the country, and now a new 
pook shows over and over again how to make the 
money you do need, whether you retire with or 
without a lot of money in the bank. 

Fred Tyler’s HOW TO MAKE A LIVING IN 
THE COUNTRY is “virtually a blue print for 
the retired man or woman wanting to make their 
own way,” says the Chicago Daily News. 

With this book, you learn: 

—how to make the most income from tourist cabins 
and a trailer camp (including where to locate 
for the most business at highest rentals) ; 

—what to do to earn $3000 a year from a week end 
roadstand (even if you never raise a green 
thing) ; 

—how 500 chickens will bring you a fine living on 
your own bit of land; 

—the best way known to learn which business to 
start; 

—the only sure way to get a good buy in a business 
put up for sale; 

—how a $2500 investment in a part-time business 
will bring you all the income a retired family 
may need in the country; 

—the dozens and dozens of other dignified, easy 
to start part-time enterprises that pay well in 
the country (from renting out equipment for week 
end farming to dozens of other profitable ideas). 

Read this 75,000 word book now. Check off the 
ways you’d like to earn a small income in the 
country. See how easily they make retirement 
possible for you—now. Despite its big size, HOW 
TO MAKE A LIVING IN THE COUNTRY costs 
only $1. Money back, of course, if not satisfied. 
For your copy, use coupon below. 




































Bargain Paradises of the World 


Do you know where to find an island right near the 
US. so nearly like Tahiti in appearance, beauty, and 
color even the natives say it was made from a rainbow? 
(And that costs here are so low you can not only reach 
it but also stay a while for hardly more than you’d spend 
at a resort in the U.S.) 

Do you know where to find the world’s best mountain 
hideaways or its most dazzling surf-washed coastal re- 
sorts, where even today you can live for a song? 

Do you know where it costs less to spend a while, the 
surroundings are pleasant, and the climate well nigh per- 
fect in such places as Mexico, the West Indies, Peru, 
France, along the Mediterranean, and in the world’s other 
low cost wonderlands? 

Or if you’ve thought of more distant places, do you 
know which of the South Sea Islands are as unspoiled 
today as in Conrad’s day? Or which is the one spot 
world travelers call the most beautiful place on earth, 
where two can live in sheer luxury, with a retinue of 
servants for only $175 a month? 

Bargain Paradises of the World, a big new book with 
about 100 photos and 4 maps, proves that if you can 
afford a vacation in the U.S., the rest of the world is 
closer than you think. Authors Norman D. Ford and 
William Redgrave, honorary vice presidents of the Globe 
Trotters Club, show that the American dollar is respected 
all over the world and buys a lot more than you’d give 
it credit for. 

Yes, if you’re planning to retire, this book shows that 
you can live for months on end in the world’s wonderlands 
or hardly more than you’d spend for a few months at 
home, _Or if you’ve dreamed of taking time out for a real 
test, this book shows how you can afford it. 

N any case, when it can cost as little as $24.50 from 
the U.S. border to reach some of the world’s Bargain 
Paradises, it’s time you learned how much you can do 
*n the money you’ve got. Send now for Bargain Para- 
dises of the World. Price $1.50. Use coupon to order. 
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Where Will You Go In Florida? 


If You Want a Vacation You Can Afford? 


Florida needn’t be expensive—not if you know just 
where to go for whatever you seek in Florida. And 
if there’s any man who can give you the facts you 
want it’s Norman Ford, founder of the world-famous 
Globe Trotters Club. (Yes, Florida is his home 
whenever he isn’t traveling!) 

His big book, Norman Ford’s Florida, tells you, 
first of all, road by road, mile by mile, everything 
you’ll find in Florida, whether you’re on vacation, 
or looking over job, business, real estate, or retire- 
ment prospects. 

Always, he names the hotels, motels, and restau- 
rants where you can stop for the best accommoda- 
tions and meals at the price you want to pay. For 
that longer vacation, if you let Norman Ford guide 
you, you'll find a real “paradise’—just the spot 
which has everything you want. 

Of course, there’s much more to this big book. 


If You Want a Job or a Home in Florida 


Norman Ford tells you just where to head. His talks 
with hundreds of. personnel managers, business men, 
real estate operators, state officials, etc., lets him pin- 
point the towns you want to know about if you’re 
going to Florida for a home, a job with a future, or a 
business of your own. If you’ve ever wanted to run 
a tourist court or own an orange grove, he tells you 
today’s inside story of these popular investments. 


If You Want to Retire On a Small Income 


Norman Ford tells you exactly where you can retire 
now on the money you’ve got, whether it’s a little or 
a lot. (If you need a part-time or seasonal job to 
help out your income, he tells you where to pick up 
extra income.) Because Norman Ford always tells 
you where life in Florida is pleasantest on a small 
income, he can help you to take life easy now. 

Yes, no matter what you seek in Florida—whether 
you want to retire, vacation, get a job, buy a home, 
or start a business, Norman Ford’s Florida gives 
you the facts you need to find exactly what you want. 
Yet this big book with plenty of maps and well over 
100,000 words sells for only $2—only a fraction of 
the money you’d spend needlessly if you went to 
Florida blind. 

For your copy use coupon below. 


&& FILL OUT AND SEND AT ONCE FOR QUICK DELIVERY 


ZBSSRRRRSRRSRERSRESRSSSSSSRRSSRRSRSSRSSSESRESSESASSSESSSS SF, 

= Mail to 

= HARIAN PUBLICATIONS, 116 Third Ave. 

: Greenlawn (Long Island), New York 

= I have enclosed $...... (cash, check or money order). 

s Please send me the books checked below. You will refund 

= my money if I am not satisfied. 

°O BARGAIN PARADISES OF THE WORLD. $1.50. 

«() WHERE TO RETIRE ON A SMALL INCOME—in» 
New England, the sunny South, Florida, California, » 
Arizona, the Pacific Northwest, Hawaii and others 
places where life can be pleasant on a small income. $1. 5 

0 Fred Tyler’s HOW TO MAKE A LIVING IN THE: 
COUNTRY. $1. 

:=O NORMAN FORD’S FLORIDA—where to retire, va- 

cation, get a job, open a business, buy a home. $2. 

=) SPECIAL OFFER: All four books above for $5. 
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Convenience 
for the 


Commuter 


Enjoy freedom from the bur- 
dens of daily travel and home 
cares. Extra hours for living. 
Matchless comfort, surroundings 
of elegance, two fine Dining 
Rooms, Cocktail Lounge and Bar. 
Graciously furnished Housekeep- 
ing Units of 1, 2, 3 Rooms on 
Daily, Monthly, or Yearly basis. 
Booklet “F”’. 


Charles W. Schwefel, Owner-Mgr. 
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HOTEL 
Gramercy Park 


Lexington Ave. at 21st St. 
NEW YORK, N. Y. 
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Do you use just your thinking mind? If you 
do, you ate missing 90 per cent of your 
possibilities. Those occasional hunches are 


inner mind. Learn to develop and direct it. 
Push obstacles aside and master life with an 
energy you have overlooked. Send for FREE 
SEALED BOOK. It tells how to obtain 
these teachings. Address: Scribe I.T.J. 
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SAN JOSE 
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9 the urges of a vast sleeping force in your 
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BOOK MANUSCRIPTS 
INVITED 


If you are looking for a publisher, send for our free, 


illustrated booklet titled Te the Author in Search of 
Publisher. 
distribute your book, as we have done for hundreds 
other writers. All 


welcomed. Write today for Booklet F. It’s free. 


VANTAGE PRESS, Inc., 120 W. 31 St., N. Y.1 
6253 Hollywood Blvd., Hollywood 28 


In Calif.: 


It tells how we can publish, promote and 


of 


subjects considered. New authors 





LAW OF WILLS 


By Parnell Callahan, attorney. 96-page book 


and how every person should make a will. 
How to protect your CAPITAL .. . safe- 


explains law in all 48 states. Shows why ‘| 


guard your ESTATE. Also—Real Estate 
~~ $1... Businessmen’s Law, Mail $1, 
each, 


OCEANA PUBLICATIONS, Dept. A 39 
43 West i6th Street, New York 11, N. Y. 








RESEARCH FOR BUSINESS 





Give the customer what he wants 


REMEMBER, back in 1946-47-48 
when the roads were full of power 
bikes and motor scooters? The ra- 
pidity with which they became pop- 
ular caused many an alert business- 
man to cast an envious eye on this 
apparently prosperous new market. 
Women were riding them to the 
stores in California, every college 
town swarmed with power bikes and 
more working men everywhere were 
riding them to and from work. 

But, like so many promising mar- 
kets, this one needed thorough in- 
vestigation. The fact is that one 
manufacturer, who took the precau- 
tion of checking this market by mod- 
ern research methods, actually saved 
around $3,000,000, according to 
their own estimates. 

This manufacturer’s chief engi- 
neer was fascinated by the engines 
that drove the power bike, and, be- 
ing a really good engineer, he set 
about developing a better, more effi- 
cient engine that would drive the 
power bikes through a torque con- 
verter without the need of belts, 
chains or gear-shift mechanisms. It 
was so obviously better than any- 
thing else on the market that its 
overwhelming success seemed as- 
sured. Fool’s gold! 

Research among present and po- 
tential customers quickly brought 
out these important facts: 

Eight out of every ten power-bike 
owners were ready to sell them at a 
fraction of their original cost. 

Owners felt that riding in traffic 
was extremely dangerous. 

Young men objected to the fact 
that power bikes were no good for 
dating. 

Bad weather cancelled out the 
power bike as a satisfactory means 
of transportation for working men. 

Only youngsters, in the warmer 
and dryer Southern States, were 
logical repeat buyers. 

Both present and potential own- 
ers regarded power bikes as stop- 
gap transportation—to be replaced 
by new or used cars as quickly as 
they became available at prices the 
bike riders could afford. 

Here was a case where a defi- 
nitely superior product was certain 
to produce a financial loss. And, pro- 
viding the accuracy of these earlier 
consumer research findings, the mar- 
ket for power bicycles has declined 
steadily since 1950, when automo- 
biles again became more readily 
available. 


Today there 
are hundreds of 
other well-engi- 
neered products 
being develop- 
ed in every 
line of busi- 
ness which are 
doomed to pro- 
duce only finan- 
cial disaster be- 
cause they will fail to satisfy con- 
sumers’ long-term needs. There is a 
vast difference in selling a product 
that the manufacturer wants to make 
—and selling one that the consumer 
wants to buy. 

Forcing a “not quite right” prod- 
uct on the market with increased 
advertising expenditures and _ high- 
pressure sales promotions only in- 
creases marketing costs and de- 
creases the profit per item sold. To 
avoid this sort of “profitless prosper- 
ity” and the resulting loss of market 
prestige, the most successful organ- 
izations are making more effective 
use of market and consumer re- 
search. 

Take a look at the scoreboard: 
General Motors and Ford are the 
leading users of consumer research 
in the automobile field. Together 
they control around 70% of the mar- 
ket. American Standard, the giant 
in the plumbing business, is the 
leading user of market and consum- 
er research in their field. 

Chances are good that the lead- 
ers in your own field are those who 
have discovered the value of con- 
sumer research and are using this 
modern business tool to avoid costly 
mistakes and to insure that their 
products or services are designed to 
be in line with their consumers’ pref- 
erences. 

Now that the profession of market 
and consumer or opinion research 
has attained major stature, the small 
business that cannot afford a large 
research organization as part of its 
corporate entity, can turn to any of 
several competent research agencies 
for assistance. Costs are reasonable, 
frequently less than expected, and 
the return on a research investment 
with a sound and competent firm is 
usually several hundred per cent, 
and sometimes more. 

If you are seeking to improve 
your competitive position, don't tty 
to sell a “power bike”—research your 
market and sell the kind of “trans 
portation” your customers want. 


by Patrick Coyle 































cto Oa ob st &§S es" oO 7 Re eos oC. 


a.nro => 


co 8 


eo oo” &° os Ee 


ERreseGpcaAeeP SF SBSkeeGse ewe or oa 


ac 





Forbes 








our 


Tue other day, Dave Beck, in a sud- 
den conversion to the principle of 
equality, said that employers should 
go to jail along with union leaders 
in cases of welfare fund frauds. Mr. 
Beck is usually overflowing with 
such ennobling sentiments whenever 
one of his local frys is caught with 
his hand in another man’s till, and 
Beck has been having many oppor- 
tunities to sound off in such pious- 
ness, for it seems that every time a 
government agency uncorks another 
example of labor racketeering, Mr. 
Beck’s Teamsters seem to lead all 
the rest. 

However, on the issue of welfare 
funds, Mr. Beck’s comment cannot 
be tossed aside as a mere defense 
mechanism. Although the investiga- 
tions haven’t proved that manage- 
ment men were getting fiscally fat 
on monies set aside for administer- 
ing welfare programs, there’s much 
to be said against the employer’s 
laxity in allowing so much dough to 
be siphoned off by high-living union 
officers. 

Under the Taft-Hartley Law, 
whenever an employer contributes 
to a union welfare fund, the intake 
and outgo of the contributions must 
be jointly administered. What has 
happened in so many cases is that 
the management has permitted the 
union free reign. No accounting pro- 
cedures have been set up to check 
the administrators. Meetings to dis- 
cuss progress of the funds are more 
social than business. Minutes, if they 
are taken at all, are doctored by 
union men to comply with the bare 
requirements of the law. Too often, 
the men appointed by management 
to be its eyes and ears are incom- 
petent hirelings cast in the role of 
keeping peace with the union rather 
than raising any ruckus over mal- 
administration. 

The reason behind such mana- 
gerial inefficiency is simple. It is out- 
right appeasement. The employer 
often looks upon his hands-off policy 
on union welfare funds as a form of 
payoff to the union officers. 

As one employer put it: “When I 
tried to clamp down on some of the 
excesses I discovered in the union 
welfare fund, I had trouble. There 
were slowdowns in the plant, my 
grievances mounted and I was told 
outright that there might be a strike. 
I need production. I can’t afford 
trouble, so I turned my eyes away 





to what was going on.” 
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—LABOR RELATIONS 


Labor Racketeering 





Such “payoffs” 
are often short- 
lived. Sooner or 
later the funds 
get into the red 
or there’s an ex- 
posure either by a 
government arm 
or vigilant group of employees. And 
no matter how legally clean the em- 
ployer may be, his rank-and-filers 
are not likely to withhold condemna- 
tion, for they feel that the boss has 
some obligation to protect them. 

Letting the union run the welfare 
fund as a way to appeasement is 
only one of the many little “payoffs” 
which have become commonplace in 
labor-management relations. There 
are many other kinds. 

For example, there is the vending 
machine racket. Every company has 
coffee, candy, coke, milk machines 
for employee snacks. Ofttimes the 
company operates the machines it- 
self and the profits go into a recrea- 
tional fund for workers. But this is 
too good a “take” to be overlooked 
for those with an eye out for a fast 
buck. In the midwest, particularly, 
many of the vending machines are 
run by union officials—the profits of 
which go into their pockets. Or, a 
variation: the union “suggests” that 
the company deal with only one 
vending machine company. The un- 
ion officer gets a rakeoff from the 
operator. Vending machine outfits 
are often run by out-and-out rack- 
eteers, so it’s only a matter of time 
before they work up a good busi- 
ness in “numbers” and off-track 
horse-race betting in the plant. 

Still another union side business 
is the tie in with the discount house. 
With management approval, union 
officers distribute catalogs of so- 
called discount houses to employees. 
Sometimes they actually “take or- 
ders” for brand-name merchandise 
at 30% off. The discount house gives 
the union man a commission on the 
business he gets. Last month, in one 
factory, a union official took $1,000 
worth of orders and then disap- 
peared. Management paid the loss. 

Then there is the advertising rack- 
et. The union comes to the employer 
and asks him to take out so many 
pages in the anniversary journal. 
Few employers balk at this type of 
solicitation for fear of inciting the 
wrath of the solicitors who are union 
officials with whom the management 
must do business every day. 


Lawrence Stessin 


@ versatility for many 
heavy-duty operations 
@ the easy mobility of a motor truck 


—all are combined in the MICHIGAN 
Excavator-Crane: another product of 
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EQUIPMENT 


symbol of resourceful leadership in Power 
Transmission Engineering. 


CLARK EQUIPMENT COMPANY 
Construction Machinery Division 
BENTON HARBOR, MICHIGAN 
OTHER PLANTS: BUCHANAN e BATTLE CREEK 
ond JACKSON, MICHIGAN 


Products of CLARK EQUIPMENT... 
TRANSMISSIONS © AXLES (Front and Rear) © AXLE 
HOUSINGS © TRACTOR UNITS © FORK TRUCKS AND 
TOWING TRACTORS © ROSS CARRIERS © POWRWORKER 
HAND TRUCKS © POWER SHOVELS © ELECTRIC STEEL 
CASTINGS © GEARS AND FORGINGS 
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LOOK INS} 


... then decide! 


Fancy price tags don't make fine 
desks. But the “ID’’ trade-mark does! 
Any desk that wears it is a fine desk 

. constructed with care of selected 
woods for lasting durability . . . and 


designed with comfortable usability 
foremost in mind. Look for the “ID” 
symbol that certifies Indiana Desk 
quality. You'll find it in the middle 
drawer of every model ... plus a 
price tag far more modest than you 
might expect. 


an) Before you decide on any 
~ desk, write for the name of 


your nearest Indiana Desk 
wMEMeER 


‘wooo OFRCE 
wooo ormet dealer. 
WeSTITUTE 


od e 
inciana desk CO. 
JASPER, INDIANA + U.S.A. 
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Copies of the 


Morgan Stanley & Co. 
Dominick & Dominick 
Clark, Dodge & Co. 





Holders of the Bank’s outstanding Capital Stock are being offered the 
right to subscribe at $52.50 per share for the above shares at the rate of 
one share for each 3 shares of Capital Stock held of record on September 


ard Time, on October 22, 1954. 


lowing the subscription period, may offer shares of Capital Stock as set 
forth in the Offering Circular. 


The Chairman of the Board, in his letter of August 18, 1954 


“In recommending [the increase in capital funds}, the 
Board of Directors affirms its faith in the continuing 
growth of the American economy, and recognizes the 


serve. The growth of population and national prod- 
uct, the sillsbideennt of research and of business 
management, and the resulting needs for capital and 
credit, all point to expanding demands for banking 
accommodation. The increase in our capital funds 
will enhance our ability, both as depositary and 
lender, to mect these demands. It will strengthen our 
position of leadership and increase our capacity to 
attract new business. It is in the interest of the share- 
holders, since it will provide a firm basis for contin- 
ued growth.” 


writers only in States in which such underwriters are qualified to act as dealers 
in securities and in which the Offering Circular may legally be distributed. 


Salomon Bros. & Hutzler 
Union Securities Corporation 


September 30, 1954 


2,500,000 Shares 


onal City Bank of New York 
Capital Stock 


(Par Value $20 Per Share) 


cription Warrants will expire at 3:00 P.M., Eastern Stand- 


Underwriters have agreed, subject to receiving opinions of 
rchase any unsubscribed shares and, both during and fol- 





nk’s Shareholders, said in part: 


nsibility of banking institutions to em 5 pace 
the expansion of the businesses which they 





Offering Circular may be obtained from any of the several under- 


The First Boston Corporation 
Kuhn, Loeb & Co. Blyth & Co., Inc. 
Goldman, Sachs & Co. | Lazard Fréres & Co. 


Harriman Ripley & Co. 


Incorporated 


Lehman Brothers 


Ladenburg, Thalmann & Co. = Merrill Lynch, Pierce, Fenner & Beane 
Stone & Webster Securities Corporation 
Dean Witter & Co. 
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Pane Cut TER Laboratories 
. Producers of fi 
Dividend Notice biologicals ples 


The Board of Directors of the Northern 
Pacific Railway Company today declar- 
ed a quarterly dividend of 75 cents per 
share on the outstanding capital stock 
of the Company, payable on October 
27, 1954, to holders of record at the 
close of business on October 5, 1954. 


A. M. GOTTSCHALD 











pharmaceuticals 
78th DIVIDEND 


The Board of Directors on September 
10, 1954, declared a cash dividend for 
the third quarter of the year of 11¢ 
per share upon the Company's com- 
mon capital stock. This dividend will 
be paid October 20, 1954 to share- 
holders of record September 20, 1954. 


F.A. CUTTER, Vice President & Secretary 


BERKELEY, CALIFORNIA i 




















Secretary | 
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BOOKLETS 


Valuable booklets are published by 
many concerns and made available 
free to interested businessmen. The 
best of these on matters of wide 
interest are listed as a service to 
Forses readers. Address your te- 
quest, by number, to: Subscriber 
Service Dept., Forses Magazine, 
80 Fifth Avenue, New York 11, N. Y, 


331. UNDERSTANDING THE NEw Yon 
Srock ExcuancE: This booklet is a def- 
nite “must” for every investor, potential 
investor, businessman or anyone interested 
in the U.S. business system. It opens with 
“A Bit of History” about the Exchange, 
then swiftly describes the organization of 
the famed market place for securities, ex- 
plains how an order is handled and why 
stock prices change. Because of the NYSE’s 
role in American life, this booklet should 
be on every thinking citizen’s bookshelf or 
desk (50 pages). 


332. Tue Gas Inpustry: For almost 
five years, the gas industry has been 
among the most active businesses in selling 
its securities to the public. The gas indu- 
try’s invisible product has seven major 
uses in the home and 25,000 applications 
in industry. Thus, this booklet, filled with 
facts and figures on the nation’s sixth 
largest industry, will be of primary inter- 
est to gas investors. One of its major illus- 
trations is a two-page map of the natural 
gas pipelines in the U.S. (23 pages). 


333. Prorirs: Every investor, naturally, 
is interested in profits. He has an equally 
big stake in public understanding of them. 
This booklet discusses them in a concise 
question-and-answer manner that provides 
a much-needed public understanding of 
profits. Among the queries: What are 
profits? Who gets them? How much do 
they amount to? What is their function? 
Charted with graphs based on Goven- 
ment figures, this booklet was prepared by 
the Economic Research Department of the 
U.S.. Chamber of Commerce (7 pages). 


334. America’s Economic Horizons: 
Investors studying fourth-quarter prospects 
and the future of the U.S. economy wil 
want this extensive study by Dr. Marcus 
Nadler, consulting economist to New York 
City’s Hanover Bank. Assessing the cout 
try’s economic position, Dr. Nadler finds 
the U.S.’s productive capacity much higher 
than at the end of World War II. He 
maintains that the war-boom-depressioa 
cycle of the past will not recur, and bases 
his thesis on some interesting new ee 
nomic evidence (32 pages). 





835. Pusiic ScHoot Financinc, 1990 
1954: Published by the Tax Foundation, 4 
private, non-profit organization, this 
views the rapid encroachment of 
school districts by the state with alarm. It 
gives a financial breakdown of the 
problem, patterns of public school suppot 
and the prospects in public school expendi- 
tures. For example, the Foundation 
that school construction costs, based 
current population estimates, will requifé 
some $22 billion in the near future (5 
pages). 
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1948 1949 





1950 


THE FORBES INDEX 


Solid line is computed monthly, gives equal 
weight to five factors: 





1. How much are we producing? (FRB 
production index) 

2. How many people are working? (BLS 
non-agricultural employment) 


we 


. How intensively are we working? (BLS 
average weekly hours in manufacture) 
Are people spending or saving? (FRB 
department store sales) 


> 


5. How much money is circulating? (FRB 
bank debits, 141 key centers) 
Factors 4 and 5 are adjusted for value of 
the dollar (1947-49=100), factors 1, 4 
and 5 for seasonal variation. 
Dotted line is an 8-day estimate based on 
tentative figures for five components, all 
of which are subject to later revision.* 






Aug. Sept. Oct. 
Production .....scccee 127.6 125.4 124.9 
Employment ......... 113.0 113.5 112.8 
SERRATE 101.5 101.5 101.0 
ES 106.3 100.6 104.3 
Bank Debits ......... 131.2 137.3 122.4 


































1951 1952 





1953 








*Final figures for the five components (1947-49 = 100) 


Nov. Dec. Jan. (’54) Feb. Mar. 
130.0 127.0 125.0 124.0 123.0 
113.7 113.7 109.4 108.5 108.2 
100.3 100.8 98.7 99.2 98.7 
106.1 107.2 102.9 104.1 102.1 
136.5 138.0 140.3 145.0 150.0 
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April May June July Aug. 
123.0 124.0 124.0 124.0 124.0 
110.1 109.6 110.1 109.4 109.8 

97.7 98.5 99.2 98.7 99.5 
105.7 103.6 108.6 107.7 107.7 
147.5 143.0 146.7 150.0 148.3 








THE MARKET OUTLOOK 













Ov broad view, chief characteristic of 
our year-old bull market has been its 
internal resiliency, its underlying mo- 
mentum. In turn, this reflects, among 
ither things, the fact that it is only the 
mercurial speculator who has rushed 
lor cover at the first sign of indigestion. 
And even his abstinence from the mar- 
tet place has been primarily a tempo- 
tary phenomena. The investor has held 
that the key to market success lies in 
pursuit of the Pension Fund and 
Trustee philosophy. These buyers in 
lect lave been following a “non- 
yclical’ stock purchase policy, i.e., 
we relatively indifferent to the imme- 
tiate uncertainties. 

But the sharpness of the September 
idvance—the fact that a much smaller 
‘umber of issues participated—raises a 
“utionary finger. Obviously, at some 
point the market cupboard will be bare 
uf the speculative ammunition which has 
ited the rise, Question of whether that 


October 15 1954 


















by SIDNEY B. LURIE 


Candidates for private prosperity 


point is at hand 
can be partly an- 
swered by consid- 
ering the factors 
which have con- 
tributed to the ad- 
vance: (1) The 
basic undervalua- 
tion of equity prices which existed for 
so many years. (2) The inadequate re- 
flection of the fact that our economy 
enjoys not only a new and higher “nor- 
mal” of demand but many in-built 
cushions. (3) The Republican “New 
Deal,” which means embracing the 
concept of a managed economy, easy 
money, etc. 

Do these factors still exert a positive 
upward pull on stock prices? Answer 
seems to be “not particularly.” Case in 
point, the previous undervaluation by 
now has been corrected; stocks no 
longer are demonstrably cheap. Simi- 
larly, the rise in prices in itself has 
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reflected the growing ease in money— 
the upward “pull” exerted by lower 
high-grade bond yields. Further, the 
New Look to the business statistics— 
the fact that industry’s long-range plan- 
ning in itself tends to soften the normal 
workings of the business cycle—no 
longer is a secret. 

But the fact that these underlying 
stimulants have been recognized does 
not in turn mean they will become a 
depressant. For example, with the sup- 
ply of high-grade bonds and mortgages 
likely to be less than institutional de- 
mands in the coming year, interest rates 
are more likely to decline than increase. 
Thus, a major excuse is needed for a 
change in direction. 

In this connection, any of the fol- 
lowing factors could contribute to a 
different speculative environment: (1) 
A change in the current prospect that 
the building industry will continue to 
be a dynamic force in the outlook. (2) 
A deflation of present hopes that the 
automobile industry’s 1955 production 
should be about the same as 1954. (3) 
A sharp downtrend in plant and equip- 
ment expenditures rather than a minor 
dip. 

Answers to these questions won’t be 









LOSSES LOOM ON STOCKS 
NOW SCORING ADVANCES 


Special Babson “Switch” Bulletin « 
Advises What to Sell and Buy 


Popular demand for some of the Facts Dictate Moves 

best-known stocks has pushed The advice contained in this 
their prices beyond their value. puylletin gives you the benefit of 
Equally good stocks have been Babson’s 50-years’ experience in 
neglected since 1946. They’re guarding investors’ gains through 
good bargains at their current 5 booms, 5 panics, 10'administra- 
















low prices. tions and 2 world wars . . . cover- 
ing periods when the gains of 
70 Stocks Listed ears were lost in weeks. This bul- 


etin will be Le engrerss | ecg nt 
This Special “Switch” Bulletin to investors whose experience 

lists 50 stocks on which Babson’s een ——- the present 11- 
clients have been advised to take ©" . 
their profits. It also lists 20 Yours for Only $1.00 
“bargain” stocks of high quality For only $1.00 — to cover cost 
having less risk and better of preparation and mailing — 
futures. The “buy” list — based you get this chance to check your 
on up-to-the-minute research — pocgmnent against the advice of 
covers stocks for income, capital abson’s over 100 trained invest- 
gain, growth and speculation. ment personnel. Write: 


BABSON’S REPORTS Dept. F-17 Wellesley Hills 82, Mass. 


Opportunities in WARRANTS 


If You Are Interested in Making Each $1 Do the Work of $100 or 

$1,000 in a Rising Market—Then You Should Be Interested in Common 

Stock WARRANTS. 

@ What are warrants? 

®@ How is it that each dollar wisely invested in warrants during a bull market 
may bring capital appreciation as much as 1000% or more over the same dollar 
invested in common stocks? 

® How do some warrants make sensational gains; $100 investments in some cases 
appreciating to as much as $50,000 in a few years? 

® How do you avoid the equally great losses which may follow unintelligent 
speculation in warrants? 

©@ What warrants are outstanding in today’s market and how should they be 
bought and sold? 

For the answer to all these questions, you should not miss the most 

widely-praised and only full-length study of its kind—““*THE SPECULA- 

TIVE MERITS OF COMMON STOCK WARRANTS” by Sidney 

Fried. For your copy of this book, detailing the full story of warrants, and 


a current list of 50 warrants you should know about, send $2.00 to 


R. H. M. Associates, Dept. F-34, 220 Fifth Avenue, CS) 
New York 1, N. Y., or send for free descriptive folder. 



























































































How $5 saved me from 
an investment blunder 


From a Barron’s reader 


When a friend suggested I buy a certain stock, It is the only weekly affiliated with Dow Jones. 
I thought it might be a good thing for me. and has full use of Dow Jones’ vast, specialized 

















That was some monthe ago. information in serving you. 
But before risking my money, I decided I ’ 
cathe 09: took fedhec. 2. ated maedl, “Mow In Barron’s you are shown what, where and why 


the intrinsic VALUES are, behind current security 
prices. You get clear, well-founded information each 
week on the condition and prospects (the changing 
fortunes) of individual corporations—and on in- 
So I took a trial subscription to Barron’s dustrial and market trends. 
National Business and Financial Weekly. This _ ae 
cost me only $5, and it has saved me hundreds. A trial subscription—17 weeks for only $5— 
Ia 1 “ bh I b f brings you: Everything you need to know to help 
n tess than @ month, | saw @ number of at- you handle your business and investment affairs 
tractive investment situations in Barron’s. Any 


does this stock compare with others in value? 
. How do its earnings and future prospects com- 
: pare with other stocks?” 

















2 with greater understanding and foresight . . . the 
one of them oan batter for me than my friend’s investment implications of current political and 
suggestion—an Picked one, economic events ... the perspective you must have 









I was right. My investment has gone up in to anticipate trends and grasp profitable investment 
value and pays me a good return—while my opportunities. 
friend’s stock has gone “sour.’”’ Thanks to Bar- : A 
ron’s I saved myself from a costly blunder. See for yourself how important Barron’s can be 
to you in the eventful weeks ahead. Try it for 17 
weeks for $5 (full year, $15). Just tear out this ad 
No other business or investment publication and send it today with your check; or tell us to 
is like Barron’s. It is written for the man who bill you. Address: Barron’s, 40 New Street, New 




















at hand until next spring. Meanwhile 
the debate as to whether the 1954 fqlj 
upturn is equal to, or less than, seg. 
sonal proportions is not of great mo. 
ment. Our nation is still in the process 
of transition to a new-type economy, 
and probably can continue to avoid , 
depression. Conversely, however, the 
immediate stimulus for a new boom is 
lacking. It’s easier to enthuse about the 
late 1950s or early 1960s, when family 
formations again will be rising rapidly, 
a heavy replacement cycle of postwar 
purchases will be at hand, etc. 

In light of this background, October 
1954 is a good time to consider those 
industries which don’t require a major 
change in demand—a major stimulus to 
the economy—to do well in 1955. For 
example, certain industries that suf. 
fered their own private depression now 
are in a position to turn about, inas- 
much as the imbalances which created 
the readjustment now have been cor 
rected. Furthermore, in some industries 
customer inventory reduction policies 
resulted in production being less tha 
actual consumption, with result that 
even maintenance of the status quo in 
1955 could mean heavier production 
rates. 

The speculatively exciting steel group 
is a particularly good illustration—for 
next year’s output could exceed 1954 
without a marked improvement in gen- 
eral business. Even the increased steel 
production rate in prospect in coming 
months probably will be below the ac- 
tual consumption rate. Not only are 
backlogs likely to expand during the 
next few months, but it is significant 
to note that: (1) The major companies 
this year operated profitably at levels 
which in the past would have meant 
break-even results or losses. (2) For 
the first time in history, the drop in de 
mand did not bring about cutthroat 
price cutting. 

This background has a constructive 
influence on the 1955 profits outlook. 
Rough calculations suggest that a com- 
pany such as Republic Steel, which 
this year may earn about $7 per share 
after a $3 per share charge for accel 
erated amortization, theoretically coul 
earn 10-20% more in 1955. Similarly, 
U. S. Steel, which this year probably 
will earn about $6 per share, has the 
promise of a bright 1955, even if the 
FRB production index shows only littl 
improvement. Not only should special 
starting-up expenses at the new Easter 
plant be less, but Big Steel is | 
largest cement producer in the United 
States—and the cement industry * 
heading for another record year. _ 

On another front, there are sig® 
that the farm implement business ™! 
improve next year, for the farmer 





makes up his own mind about his own meney. York 4, N. Y. F-1015 
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The important factor in the life of 
the individual, next to good health, must 
be his financial well being. With eco- 











YES—WE FORTUNE-BUILD ON GROWTH— 
GREAT GROWTH OF LITTLE MONEY 












W. H. ROYSTONE 
INVESTMENT ANALYST 


Who, from devoting many years building fortunes 


for investors, wrote ‘‘America Tomorrow,” called 
“‘the most far-seeing economic guide for the 
sent free to his personal clients with his 
for Investors and traders. 


rapid growth. While we watch for oppor- 
tunities like we now see in the offing, they 
need instruction to protect them from 
the dangers of ill-advised speculation. 


GROWTH FIRST — THEN DIVIDENDS 


One of the most prevalent fallacies 
that distorts the judgment of the average 
investor is the idea he can buy the strong 
spots in an advancing market and be 
sure of a profit. He has slight knowledge 
of stock market psychology and the 
investment cycles. He knows next to 
nothing about selecting growth values. 
He does not realize the great number of 
stocks that are in a natural stagna- 
tion. .He does not know how few are 
impulsed by the special advantages we 
look for in our growth stocks. 

Thinking realistically, we must agree 
that fortunes are built from small funds 
only through far-sighted specializing, not 
through diversification. A few poor selec- 
tions destroy the gains of years. Funds 
were greatly increased when our clients 
bought a pre-reorganization bond that 
doubled in price at seventy and sold to 

buy an oil stock at seven that went 
through twenty. We expect many of the 
discoveries we are recommending will 
double current prices many times. 

The only sure fortune-building is done 
through such fund enhancement research. 































aber nomic independence, he can improve his 
3 way of life and distinguish himself as 
oe an individual. 
\ajor In the development of economic se- 
s to curity the stock market may reasonably 
For be looked upon as the shortcut to finan- 
uf cial success. 
ou The experience of half a century has 
now proved that knowing what to buy and 
inas- when to buy and sell is the secret of 
rated quick fortune building. It is far better 
der: to know the time to sell to the false 
; optimists and the time to buy from the 
stries misguided pessimists than it is to be 
licies familiar with market theories. 
than Years of conspicuous success for clients 
that has built us pre-eminent recognition for 
: our long-term market profits. That is why 
a es confused investors write from many parts 
iction of America to get the “Stock Market 
Appraisements” we formerly syndicated 
sroup nationally on financial pages under the 
fo heading, “ROYSTONE SAYS.” 
Dao Our newspaper followers found out 
1954 that discovering and recommending funda- 
 gen- mental growth values is the basic factor 
steel in fortune building service. No wonder 
- Wall Street is so anxious to keep in con- ’ m 
ming tact with our recommendations. aT Wafete Relea” 
1€ ac- This demand from everywhere for our 
y are reliable guidance in selecting special 
g the growth values forced us to publish our comments in inexpen- 
‘Foant sive weekly guidance bulletins. 
f To buy and hold long-term growth situations before the public 
panies recognizes their potential values largely eliminates the hazards 
levels of speculation. Now, thanks to the discovery made while evalu- 





ating fundamental psychological factors found in the Roystone 
Heavy Industry formula, we follow the fundamentals that make 
for profits. Currently we anticipate a long bull market in 
natural commodity growth stocks. We are exploring the field 
to uncover the issues that show the greatest fortune-building 
potentials. 

Without such preparation for fortune-building, the average 
investor never has a profit chance. Instead of building up a 
fortune in a few years, he sees his funds shrink. Unfortunately, 
investors and traders are equally victims of popular sentiment. 
They buy when they should sell and sell when they should buy. 
To protect clients against these errors, we developed our 27 
Safety Rules for Investors and Traders. 

Today, we realize we have reached a condition in our economy 
that puts. too-many investments under shrinkage pressure and 
so have no growth futures. 

We buy values, not the market averages. In order to protect 
clients from getting funds frozen in “stocks having excellent 
dividend records” we select growth values in their infancy. 
Holding special situations, long-term growth possibilities inde- 
pendent of adverse conditions, makes all the difference between 
failure and fortune-building. 

Naturally, knowing the long trend turning points is essential 
to the investor. Knowing a “bull market” from a “bear market” 
is the one guarantee of security. At the end of the Korean War 
this was almost the only service to see a long rising market 
ahead. Waiting and watching for such profit opportunities has 
built most of the large fortunes made in Wall Street. It would 
Tequire pages of space to reprint the hundreds of letters of 
gratitude from longstanding clients now in our files. 

There are thousands of smaller investors, intelligently accumu- 
lating fortunes, who welcome technical data: and a diagnosis of 
our growth situations we recommend for substantial income and 
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That alone will offset the rising cost of 
living. Fortune-building requirements call for at least a fifty per 
cent fund gain each year. Instead the great majority of investors 
see their cash values shrink each year with no hope of fortune- 
building gains. 


Read what the Press Service that 
syndicated his “Comments” said: 


“What ‘Roystone says...’ is respected by the best in Wall 
Street from the small speculator to the largest investment trusts.” 

“One thing is certain: Roystone knows the stock market. 
With a truly remarkable record in earlier years while writing for 
this service he has foreseen all the important market changes.” 

“Followers all over America look upon Roystone as the most 
reliable long-term market diagnostician among the many good 
Wall Street technicians.” 

We earnestly believe there is a tremendous need for honest in- 
vestment and busines guidance. Such assistance can be derived 
only from factually appraising future investment opportunities 
in the light of political and social trends. Without such guidance 
there is small hope for the individual in his quest for financial 
independence. Remember, there are rules for fortune-building. 
THE HUNDREDS OF LETTERS OF GRATITUDE AND PRAISE 
FROM OUR THOUSANDS OF HAPPY CLIENTS LIVING 
ALL OVER AMERICA AND THROUGHOUT THE WORLD 

WOULD FILL VOLUMES 


Now, to help you in your personal problems, we have created 
our special protective and instructive Contact Service to re- 
place our newspaper comments. The fee (for 52 weeks) for the 
present, is only twenty-five dollars or five dollars for advice 
covering the. next seven weeks of the current critical period. 

Thousands of our clients realize that when and what to buy 
is the secret of safety and success in fortune-building. When 
you send check be sure to ask for “America Tomorrow” and 
those famous 27 Safety Rules for Investors and Traders. Annual 
subscribers may send a list of their stocks for the personal com- 
ments of W. H. ROYSTONE, Forest Hills 4, Long Island, N. Y. 
(Instituted 1931.) Midtown consultation appointment, $25. 
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Offers Investors and Speculators 
Great Profit-Making Opportunities! 


Subscribe to 
"Stock Market News and Comment" 


One of Canada’s leading Stock Market 
Advisory Services 
(Established in 1936) 


Fill in Coupon below for Introductory 8 weeks 








Trial Service—$3 
| OSCAR C. BARTELLS, B, Com., Investment Advisor 


100 Adelaide St. W., Toronto, Canada No. 2 ! 


11 accept your Introductory 8 weeks Trial offer | 
of “Stock Market News and Comment” and 
| enclose herewith $3 in full payment of same. | 





LEARN HOW TO TRADE and 
INVEST IN THE 


STOCK MARKET 


EFFECTIVELY AND SUCCESSFULLY 
THROUGH THIS NEW 1955 


MARKETONICS 
CORRESPONDENCE 
COURSE 


For information 
write for Folder 70 


SEAMANS-BLAKE, Inc. 


343 SOUTH DEARBORN STREET 
CHICAGO 4, ILLINOIS 





Making Profits in 


STOCKS 
by POINT and FIGURE technique 


This method of market analysis builds your 
independent judgment in helping to select 
the right stocks at the right time. Widely 
used by professional traders and investors 
for Making Market Profits—and Keeping 


Them 
FREE ON REQUEST 


Literature on Figure Charts of Stocks and 
Commodities . . . a daily price change 
service . . . and instruction material. All 
will be sent free on request. Just write 
for Portfolio F-8. 
MORGAN, ROGERS & ROBERTS, Inc. 
64 Wall Street © New York 5, N. Y. 














INVESTMENT POINTERS 





by JOSEPH D. GOODMAN 


Six attractive stocks 


Wirn the Dow-Jones averages steadily 
reaching new highs, it becomes in- 
creasingly difficult to select good stocks 
for long-range holdings at prices which 
would indicate further worthwhile ap- 
preciation. I consider the following still 
attractive: 

Allis-Chalmers is one of the largest 
manufacturers of farm equipment, and 
also a large producer of electrical and 
general machinery. Earnings for the 
first half of this year were $3.94, com- 
pared to $3.33 for the previous year. 
Recently, the company has been award- 
ed a contract for heavy equipment by 
the Atomic Energy Commission for 
$15 million. The earnings record of the 
company has been very good, averag- 
ing almost $7.70 per share for the last 
five years. The annual dividend of $4 
provides a yield of 6.0% at the recent 
price of 66%. 

American Chain & Cable, in addi- 
tion to being a leading manufacturer 
of the items mentioned in its name, is 
also engaged in manufacturing valves, 
castings, automotive equipment and ac- 
cessories, gauges, lawn mowers, and 
other products. The company recently 
acquired the Bristol Manufacturing Co., 
a producer of indicating instruments 
and controls. Because of its great di- 
versification, the long-term outlook is 
very good, since sales will follow very 
closely general industrial activity. First- 
half earnings for this year were $1.55 
per share, down from $2.47 the previ- 
ous year. The financial position of this 
company is excellent, with no funded 
debt, nor preferred stock. Working cap- 
ital amounts to approximately $30 per 
share. The annual dividend for the last 
three years has been $2 per share, plus 
50c extra. Recent price, 34%; yield 7.2%. 
The suggested buying range for this 
stock is 34-30. 

Discount Corporation of New York, 
now $170, is a banker’s bank. This 
company has a long and distinguished 
history of success despite the fact that 
its services compete in large measure 
with those rendered by the Federal 
Reserve Bank. Since the company’s 
functions are primarily concerned 
with discounting and reselling bank- 
ers’ acceptances and approved bank- 
endorsed trade acceptances, dealing 
in U. S. Treasury bills and other 
Federal obligations, its operations are 
similar in many respects to those per- 
formed by the Federal Reserve. How- 
ever, the company’s relations with the 
banks it serves are of the highest order. 
It is interesting to note in this regard 
that the Board of Directors of the com- 
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pany is studded 

with names of top 

officials of other 

banking _institu- 

tions, suggesting 

that the strong 

business ties which 

have contributed 

to Discount Corporation’s past success 
appear to assure a continuation of its 
entrenched banking position. The stock 
appears to be a sound holding. 

In the last four years, earnings have 
registered continuous year-to-year gains, 
In the last ten years, annual earning 
have averaged $12.63 per share o 
each of the 50,000 shares that have 
been outstanding during this period 
Last year, net profit was equal t 
$18.97 per share, compared with $9.] 
in the preceding year. Dividends have 
been paid without interruption sinc 
1920. Last year, $12 was distributed 
Book value as of December 31, 1958 i 
conservatively stated at $137.18. 


International Silver Co. is the world Sif yed 


largest manufacturer of silverware, pro 
ducing all grades with many of the 
trade names being very familiar to the 
average person: International Sterling 
1847 Rogers Bros., and Holmes and 
Edwards. A recent process, using thé 
silvermakers’ method of rolling spoon 
etc., has been perfected to produce 
better and cheaper impeller blades, all 
important in jet-engine production. h 
creased ordnance contracts should of 
set decreased silverware sales. The 
financial condition of the company i 
very strong, with net working capiti 
in excess of $51 per share. During thé 
postwar period since 1946, a time < 
high marriage rates, the company 2 
shown average earnings of $11.24 pe 
share and average annual dividends 0 
$5.75. This year’s first-half earnings 0 
$2.47 per share compare favorably wit 
last year’s $2.29. Dividends have beet 


fairly conservative, and indications agin 


that the current $1 quarterly dividen¢ 
will be continued. 


National Supply Co. is the larges@tence 


independent manufacturer of oil a 
gas well supplies and equipment, wi 
the greater part of this being in tubu# 
products. Company sales follow 

closely the activities in drilling and & 
petroleum industry in general, 1 
company will shortly complete a 

new plant in Texas, which, being 10% 
to the destination of the product, show 
reduce costs. The great increase siN® 
the war in oil exploration has D@ 
reflected in increased earnings aver 

(ConTINUED ON PAGE 48) 
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994 PROGRESS IN WALL STREET TECHNIQUES 













(TION ONLY TWICE 
ANNUALLY 





of its 











SUCCESS IS ALMOST 
AUTOMATIC 
















VIDENCE, R. I.... October 
- . T.S—When be age 3 

isn Was at the pe r) 
4 a young man freshly 
gaduated from college sought 
qmployment with . This 
mnie lad had graduated Sum- 
m Cum Laude, had majored in 
Wathematics, and felt very se- 
are of himself, indeed. He felt 
st he would be doing Edison 
ifavor to work with him. 
The first job Edison gave him 
ms to determine the cubical 
watent of the old-time electric 
lb. Edison wanted to know 
sactly how big it was in cubic 
inches. As you remember, it 
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world #lwed to have a little “point” 
e, Nr0 on it. 
of haii0W LADDIE BOY 


























CALCULATED THE 
SIZE OF AN 
ELECTRIC BULB 


Our budding mathematician 
pt out his slide rule, secured 
the calipers, a steel rule, and a 
tandbook in which he looked 
wy methods of determining the 
lume of rhomboids, triangles 
td solid chords, and many 
her such matters. He intended 
do full justice to this simple 
tectric bulb. 

At the end of a full week, 
tdison came along and said, 
‘Well, Laddie, what is the cubical 
wntent of my electric bulb?” 


ing the laddie gave him a figure. Edi- 
7 on said, “How did you do it?” 
ime OMBladdie showed him all the many 


theets of careful calculations on 
Vhich he had spent a week. 
liison said to the young man: 


3 ‘Vill you get me a pint measur- 
ands 0 i cup?” Edison then knocked 
ings 0! tf the little “Point” by hitting 
wm briskly on the edge of the 

" tsk. This left a tiny hole in 


te bulb. He filled it with water, 
Wured the water into the mea- 
Uring cup, and in less than a 
hinute told our budding mathe- 
tatician the exact cubical con- 
tnt of the bulb! 
ow, there is a man in Provi- 
tte who, while he is not the 
nm of the Investment Coun- 
*l profession, nonetheless has 
Woited by the simple ways of 
things... the quick ways, 
Wys that go to the core and 
tart of a matter, and come up 
ie recognizable accuracies in 
2. 


I 00 YOU FIND IT 
z close DIFFICULT TO 
PICK STOCKS? 


-.. Now the Stock Market is 


e ie wtly more complicated than 
s b tie familiar shape of an elec- 
‘ bulb, but we are not going 


¥ € it as young Laddie did. 
ine going to do it in a more 
Ple way, even though we 
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NEW MONEY-MAKING 
AORMULA PLAN” FOR INEXPERIENCED 
OR UNLUCKY INVESTORS 


DO know how to do it as Lad- 
die did it—the long way, the 
old-fashioned way ... the way 
of men not sure of themselves. 














GAINS OVER LOWS IN % 
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A—‘‘A’”’ type stocks from our 60 favorites 
ee, ras items by TILLMAN for 


C—MASTER AVERAGE—300 Stocks—50 
groups 
oat ~~ wapanneed TRUST favorites — 50 


E—‘‘B’’ type stocks from our 60 favorites 
F—DOW-JONES composite average 
G—“C’’ type stocks from our 60 favorites 


First of all we have found that 
there are 50 basic industries 
in the United States. Conse- 
quently, every security is prop- 
erly a member of some one of 
these basic industries. The grad- 
uated excellence of different 
segments of the market, when 
they are properly and expertly 
isolated, is given above. In do- 
ing this, we employ a very sim- 
ple method. We mark the good 
ones “A”; the mediocre ones 
“B”; and the doubtful ones 
“C”; and the little chart above 
shows something of this. 

Notice that the “A” type 
stocks of the 60 “cream-of-the- 
crop” stocks are at least 56% 
better than the Dow 65, but they 
are almost three times as good 
as the “C” stocks of our Master 
Average. 

Now, some industries earn 
more money than others. Some 
have fewer seasonal interrup- 
tions, and so forth. They all be- 
have differently; so, we pick the 
industries that are the most 
favored, and in a sense ignore 
the unfavorable ones. 

Obviously, it was 56% more to 
your advantage to have bought 
into the “A” industries than 
into the “C” industries. 

i 


WILL YOU GO WITH ° 
US AND TAKE 
THE NEXT STEP? 


. . . In the 2500 stocks active 
and listed in New York, it might 
not be difficult, with the above 
chart in hand, to pick the 100 
best stocks. That is exactly what 
the TILLMAN SURVEY does. A 
charting of the 100 stocks for the 
same period as the group chart 
is shown above also and indi- 
cates that the 100 stocks we use 
in our Bulletin advices were 
better than the movement of 
the “A” group entirely. So, it is 
an advantage to dig a little 
deeper and get the very best stocks 
out of the very best groups! 








NOW, IF YOU'RE 
READY FOR THE 
NEXT QUESTION 


... We can take that step, too. 
You will notice so far that in 
dividing the market into groups, 
we have merely picked up the 
electric bulb and knocked the 
little point off. In picking the 
100 stocks we have filled the 
bulb with water. We are now 
going to get the measuring cup. 


AND HERE IS 
THE ART OF 
WALL STREET 


Many investors want the thick- 
est possible cream right off the 
top. So, the TILLMAN SURVEY 
takes the next step as Edison 


WE ALSO HAVE A 
FORMULA 


feel that they are unlucky or 
inexperienced in the market, and 
that formula requires that we 
select four stocks from the 60, 
which have the least seasonal 
disturbance in any year, the best 
dividend record, and the finest 
investment flavor; because these 
same people wish to buy those 
stocks at the low of each year, 
and build an estate by 
unique method. 

Now the four stocks that we 
have picked for purchase at the 
next bottom are as follows: 

STOCK NO. 1 is simply a 
bundle of forward speed... 
The growth of this corpora- 
tion is from assets of $77,- 
311,148. in 1947 to assets of 
$174,885,740. in 1953. Sales 
have added almost 50% each 
yearly period. Earned surplus 
in 1952 was 16 times larger 
than in 1946. This is a com- 
plete monopoly which cannot 
be contested in any court. 
The dividends have been in- 
creased 7 times in the last 15 
years and now yield 2.2%. 
The stock has been split twice 
in 10 years for an 8-fold 
position. 

STOCK NO. 2... Here is 
a management in the electri- 
cal field that has never de- 
viated from perfect quality 
in its products. Sales show a 
9-fold increase in 10 years; 
profits 6-fold. There is a lim- 
ited number of shares. Assets 
have doubled each four years 
back to 1932. There is a small 
bank loan. This stock is due 
for another stock dividend in 
1955 ... making its 10th 
stock dividend since 1928. 

STOCK NO. 3 has a fair 
dividend, but terrific speed... 
The Pharmacy field has come 
of age. The wonder drugs 
have added to their already 
great profits. The subject 
stock has increased dividends 
12 times in the last 20 years, 
and has split the stock 8 times. 
Sales are 5-fold the 1936 fig- 
ures. Profits since 1940 equal 
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did when he poured the water 
into the measuring cup. We 
come up then with the “A” 
division 60 stocks which repre- 
sent a field-of-choice from which 
we are constantly picking ten 
items for the particular use of 
particular people for a particular 
six-months’ period. This is top 
cream, too. 


Now, we chart also the be- 
havior of the ‘‘A” type of those 
60 stocks during the same period 
we are using in this advertise- 
ment to illustrate all stocks. It 
shows that the “A” type stocks 
taken from the 60 stock list 
advanced about 25% faster than 
the 50 favorites of Investment 
Trust selection. 


Obviously, we have here more 
of the richest cream for true in- 
vestors. 


SPECIAL 
FOR THOSE WHO 


1940 total assets. Investors 
who bought as early as 1950 
now show 13% yield and 
about 420% capital gains. 


STOCK NO. 4 yields only 
5.2%, but... One of the 3 
largest corporations in the 
entire world. Its sales in 1953 
equalled the universal asset 
value of American Tel. & Tel. 
Dividends have been paid 
without interruption since 
1917. The present yield is 
about 5.2% with no chance 
of anything but “upping” 
with a December “extra” in 
prospect. Earning power has 
stepped ahead of sales in- 
crease so that the corporation 


is now in an impregnable 
financial position come what 
may. 


Now, we ought to be able to 
assume that the possession of 
this formula, as a new tool for 
every kind of 
investor is 
worth some- 
thing to you, or 
you would not 
have read down 
this far in the 
advertisement. 
So, the price of 
the formula is 
simply $2.00. 
With it, we will 
give a free copy of our famous 
rule bock “Two Incomes In- 
stead of One”. Simply sign the 
coupon below; make your re- 
mittance; and hold on to your 
determinations. 


CURRENT ADVICE 
AVAILABLE 


F-1015 
PUN i «'- oronienw ceie seine 3 
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TiLLMANSURVEY 


ESTABLISHED 1923 
120 Union St., Providence, R. 1. 
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HIGHER OR LOWER? 


Urgent! Check These Stocks Now 
before ELECTION DAY 


Columbia Br Am Seating Fansteel 
Socony Vac Oil Commw Edison Merck 
Eastman Kodak Evans Prod York Corp 
Olin Mathieson Lone Star Cem Gray Mfg 
Burry Biscuit Imperial Oil Nat Bisc 
Nat Mal & Stl Phillip Morris JC Penney 
Twent Cent Fox South Pac Ry Penn RR 
Del Lack & W Unit Aircraft Boeing 
Pub Serv E&G Technicolor Rexall 

Balt & Ohio RR Int’l Mining US Rubber 


To acquaint you with our service, you may receive 
a graphic analysis of the above stocks and many 
additional issues. Send $1 to cover costs for series 
F-102. Or send $5 for series F-102 and four-week 
Trial Subscription, including sumique MARKET 
X-RAY GRAPHS, plus Stock Guide rating 425 
active issues, plus Booklet ‘“‘A New Look Inside 
the Market.”” New inquirers only. 


MARKET ACTION, inc. 


P. O. Box 986, G.P.O., New York 1, N. Y. 


GRAIN 
TRADING 


Specific grain advices with exact 
buy-sell price stated in advance. All 
trades closed out. Adviceon soy- 
beans, cern, wheat, oats, rye, lard, 
soybean oil and meal. Published 
Monday and Thursday. Air mail free 
beyond 250 miles. 


Trial sub includes booklet “’Profitcble 
Grain Trading,” also 8 issues of the 
letter, also seasonal trend chart on 
a grain which tends to rise at one 
seascn. 











New Subscribers Only 
Send $5 for Offer C-4 


NATIONAL GRAIN TRADER 
35 E. WACKER, CHICAGO |, ILL. 











BOTH-FREE! 


“Profits Through Research" 
plus 
"A Positive Investment 
Program for 1954-1958" 


Both booklets will be sent you absolutely 
FREE of charge to acquaint you with the 
new, vastly improved Investors Research 
Service. Proven ideas and techniques— 
28 packed pages—SEND TODAY! 


Ask for Offer F-541 


INVESTORS RESEARCH CO, 


Santa Barbara California 
“MARKET UNCERTAIN? 


We factually measure the effect of 
BURN PNR SLAG PRESSURE 
The 
Send $1 for latest Report F 


or $5 for month’s trial on prompt 
refund basis if not satisfied. 


LOWRY’S REPORTS, Inc. 


Established 1938 
250 PARK AVE., NEW YORK 17, N. Y. 

















trends! 


MARKET COMMENT 








Background for business remains dynamic 


I've been traveling again. I went away 
needing new ideas and convictions. I 
have returned to my desk with new 
confidence in the economy and in 
sound equity investments. 

That does not mean I have a new 
flock of “tips.” It means that I think 
I see the overall situation more clearly 
—that I am more complacent about 
things which have been threatening to 
make me uneasy. I want to share some 
of my ideas about the exceedingly 
dynamic economy we are privileged to 
live in, and to tell why I think common 
stock investments are fundamentally 
sound, even with the D-] Industrials 
at 360 plus. 

First, there is an adequate supply of 
credit—and plentiful, cheap money is 
absolutely essential to the implementa- 
tion of the “full employment” philos- 
ophy which every political party in 
every country now accepts as a funda- 
mental essential of creed. If we are to 
have “full employment,” we must have 
over-employment and plentiful money. 
Election results won’t change this em- 
phasis, at least over the foreseeable fu- 
ture. 

Second, there is plenty for this cheap 
and plentiful money to do. And plenty 
for it to do even if the world cuts its 
armament expenditures (us it should, 
and as it will!). Some of the outlets: 
(1) Our obsolete highway system must 
be doubled in capacity if it is to do its 
share in maintaining and improving the 
standard of living of which it is an es- 


by LUCIEN O. HOOP} 
















sential part; (2) 
America’s residen- 
tial needs are far 
from satisfied, es- 


Pee 
» 


pecially in the 
South where the 
Negro has _ the 


means and the de- 
sire to be more adequately house 
as well as in almost every metn 
politan area; (8) mew areas ¢ 
investment constantly are being opene( 
up by the largest and by far th 
most productive research efforts jg 
the history of the human race; and (4) 
it is not a matter of what we “need” 








so much as a matter of what H 
“want,” and the “wants” and demands f 
of the most aggressive and ambitioug™ "4" 
andl . im S-pas 
people the world has ever seen coin- than 
cides with an age that can gratify them yoy 
Third, we are not going to have an react 
other war! Wars stem from bad bus-@ t yc 
ness and economic frustration. All ove ¢ 
the world, business is getting bette-j™ ” 
not worse. Standards of living of back * A 


ward peoples (“enemies” as well ag V 
“friends” ) are improving. The big ree 
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son for the spectacular American “loss Few 
of prestige” abroad is not so much ey 
diplomatic ineptitude and obsolete pol gaug 
icy as it is reduced dependence o pen 
American aid. One almost might sayfM astra 
that American foreign policy is failing = 
because it is a success! hou! 
The world could not remain par of tt 
weal and part woe. The weal is gain (0% 
ing. The woe is decreasing. That ma nom 
Unto 
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E. GEORGE SCHAEFER 
"The Dow Theory Trader" 


BEFORE YOU REALIZE PAPER PROFITS 
OR COMMIT NEW FUNDS-- 


We urge you fo read this new 


jo ae timely report, prepared by our staff analysts reveals important new 
findings and presents our conclusions under the Dow Theory as to probable 


near-term market performance. 


This analysis is a vital supplement to our 
&page Boom Study, “The Boom Begins”, written in November, 1953. 


More 


than 12,000 of our subscribers have read this study. Regardless of whether 
you are fully committed or waiting for the “right” time to buy on market 
reactions, we believe that you will find this new report especially important 


to your market decisions in the months just ahead! 


To receive your copy of 


this special analysis plus the Boom Study and 4 weeks of the service—we invite 
you to accept our generous get-acquainted-offer! 


*A DOW THEORY SERVICE 
WITH A NEW CONCEPT— 


Geared to Today’s Market! 


Few people really understand the Dow 
Theory or know about its many techni- 
cal advancements and improvements in 
gauging the primary trend. Too many 
cling to an obsolete interpretation gained 
from some out-of-date book! Most go 
astray by not studying all the factors 
influencing the market. They fail to 
realize that calculations and forecasts 
should not merely rest upon the pattern 
of the averages. Dow himself placed 
more emphasis on “values”, “growth”, 
“arnings”, “mass psychology”, “eco- 
nomics” and “staying invested in har- 
mony with a bullish primary trend.” 
Unfortunately the primary interest of 
%% of all investors still lies in a quick 
turn-over. A bullish flurry makes them 
buy in feverish hope of profits. Unfavor- 
able news, provoking a short-term bear- 
ish trend, causes quick alarm —and 
selling at a loss. 


* CORRECT DIAGNOSIS— 

KEY TO INVESTMENT SUCCESS 
In predicting the major or primary 
trend and correctly analyzing underly- 
ing market conditions for our clients, 
we discuss various Dow Theory ramifi- 
tations and time-tested technical meth- 
ods in the light of seven avenues of 
technical research! These consist of our 
0-Day Investment Line, Dow’s 50% 
Concept, Yield Cycle, Short-Interest 
Volume Ratio, Odd-Lot Index, 3-Phase 
Studies, and, Consensus Opinion. It is 
only from such complete and exhaustive 
scientific knowledge that this conclusion 

been reached: select diversified 
growth issues while the market is in a 
Primary up-trend, and stay fully in- 
Vested in these issues until there is 

Sic evidence of a change! Make no 
histake about it—if you allow surface 
market reactions to influence your judg- 
ment—as an amazing number of hit- 
ind-run investors did — even during the 
Sensational bull market of 1928-29 — you 
l take losses! The actual, complete 

records of our two continuously super- 
— model accounts prove that such 

S can be avoided! 





These are the FACTS— 
the Record speaks for itself! 


1) Since the LOWS of 1949: 
@ we have been the only Dow 
Service to correctly designate 
the primary trend as bullish, 


we have consistently reinvested 
newly accumulated funds on 
reactions, 


we have fully outlined our in- 
vestment procedure for our two 
model accounts, 


we have correlated our Techni- 
cal Studies with the Dow Theory 
—giving what we believe to be 
a more accurate primary trend 
analysis. 


In October 1952 we issued “The 
Coming Boom’’—an exclusive Dow 
Theory Boom Forecast. 


In November 1953 we issued “The 
Boom Begins’’—a Boom Study and 
Analysis—read by more than 12,000 
investors! 


Regardless of price—no other Dow 
Service has given subscribers these 
important added features! 











Benefit from this Modern 
Dow Theory Service 
Accept our Money-Back Trial Offer! 


YES! You don’t risk a penny when you 
examine our complete service for 4 full 
weeks! 

Your trial subscription includes all of the 
following: 


1) THE DOW THEORY TRADER — our 
weekly market letter — providing un- 
hedged advice as to market policy and 
conclusions under the Dow Theory. 


2) TREND OF THE AVERAGES — vital 
sae charts showing important 
trends. 


3) SUPERVISED MODEL ACCOUNTS — 
the records of our two model accounts 
(investment and speculative) — show- 
ing performance under our Dow 
Theory investment procedure. 
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DOW THEORY MARKET ANALYSIS! 


TODA Y— new economic and technical forces make 
it mandatory for you to reappraise your investment plans 
and thinking. 


4) COMMENT ON INVESTMENT PRO- 
CEDURE—an explanation of our 
model account procedure. 


5) SELECTED SITUATIONS — stocks con- 
sidered best buys. These include five 
vital groups: “Low Priced Specula- 
tions”, “Highly Speculative Cats and 
Dogs”, “Better- Quality Investment 
Group”, “Selective Growth Situations” 
and “Selected Speculative (High- 
Velocity) Potentials”. Also: Special 
— earmarked for immediate 
action! 


6) TECHNICAL SUPPLEMENTS — special 
weekly studies (presented in graphic 
form) correlated with Dow Theory. 

7) CONSENSUS OPINION — combined 
near-term trend opinion of 15 leading 
market analysts, p/us industry groups 
and individual issues most favored. 

8) THE BUSINESS OUTLOOK — an occa- 
sional trend survey on future business. 

9) QUESTIONS AND ANSWERS — im- 


portant investment questions asked by 
readers are answered periodically. 


PLUS! our speciAL TIMELY 
NEAR-TERM FORECAST AND BOOM 
STUDY—FREE OF EXTRA COST 


This report contains our unhedged fore- 
cast for market action between now and 
1956. The report and study cannot be 
obtained from any other source, but we 
will send them FREE of extra charge to 
all new subscribers taking advantage of 
our generous get-acquainted offer. 


ACT NOW—receive all the above 
valuable material including our full 
service for 4 weeks 


ONLY $ 


E. GEORGE SCHAEFER t 
“The Dow Theory Trader” ry 
3636 Salem Street @ Indianapolis, Indiana 


Enclosed is $1 covering all of the above. i 
(1 $1.25 Airmail 


Please rush special boom study and ' 
start sending complete service for four § 
full weeks. 

(F-15) §j 


Address 


MONEY-BACK GUARANTEE! If I’m]j 
not entirely satisfied I understand that 
you will refund my money upon notifi- 


2 cation. 


THE DOW THEORY TRADER , 
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SPECIAL SITUATIONS 


for Extraordinary Capital Gain! 


You are invited to join a small group of investors now profiting from THE OVER- 
THE-COUNTER SPECIAL SITUATIONS SERVICE, designed expressly for capital 


appreciation. 


This unique service—whose subscription list is limited to 2,000—selects and recom- 
mends unusual Over-the-Counter stocks that are candidates for extraordinary capital gain 
over a period of time. Once a Special Situation has been recommended, continuous 
year ‘round supervision is maintained. 


Investors interested in Capital Growth will note that: 


© All 82 Special Situations recommended to date have, as a group, outperformed 
the Dow Jones Composite Average by 68%. 


© Of the 27 Specials recommended in the past 12 months, 26 made gains—as high 
as 126%. The single exception went down 9%. 


© A typical example of an Over-the-Counter Special Situation is National Co. 
recommended on June 21, 1954 at 834. Since recommendation, this stock has 
appreciated 46%. 





You are invited to accept a 3-month [ntroductory Subscription to 

THE OVER-THE-COUNTER SPECIAL SITUATIONS SERVICE. You 

SPECIAL would receive a Summary of all Special Situations recommended 

te date, latest Supervisory Reviews and all 6 new recommendations 

duri the 3-month period. In addition, at no extra charge, a com- 

OFFER _—sipete binder containing original analyses of 36 selected Specials previ- 

—_ recommended, including 7 Especially Recommended for pur- 
chase now. 











Backed by The Value Line Research Organization—one of America’s largest invest- 
ment research groups—THE OVER-THE-COUNTER SPECIAL SITUATIONS SERVICE 
searches out the special “work-out” values, abnormally high yields or unusually strong 
growth situations that offer possibility of extraordinary capital gain. To reduce risk 
to the minimum, the Service selects only securities that appear markedly undervalued 
relative to current or prospective earning power and dividend paying ability. These 
soundly managed and adequately financed companies, as they gain seasoning, can ad- 
vance widely in price regardless of the trend of the general market. 


To take advantage of this offer, send $25 with your name and address to Dept. F-1 
or mail coupon below. 


OVER-THE-COUNTER 
SPECIAL SITUATIONS 
SERVICE 


Published by Arnold Bernhard & Co. 
5 East 44th St., New York 17 


NOTE: if you would prefer to receive a short-term 
trial of one month including two previous recommen- 
dations, two new recommendations, and all new Super- 
visory Reviews over the 4-week period, enclose $5 
with your name and address. 


THE OVER-THE-COUNTER SPECIAL 
SITUATIONS SERVICE 


Dept. F-i, 5 East 44th St., New York 17, N. Y. 


Please enter my 3-month Introductory sub- 
scription. I enclose check for $25. Send me at 
once the complete binder with currently recom- 
mended Specials already filed. 








STOP-LOSS ORDER: 
SCIENTIFIC PROTECTION 
FOR COMMODITY TRADERS 


Not only do the weekly bulletins and 
special telegrams of Commodity Trend 
Service keep you informed on every 
futures market in both the U. S. and 
Canada, each trading recommendation 
also advises the exact price at which 
stop-loss orders should be placed. Can 
you afford to be without this “‘Insur- 
ance Policy”? Send for copies of 
current bulletins, free on request. 


COMMODITY TREND SERVICE 


360 Church Street New York 7, N. Y. 
Tel.: REctor 2-7330 


AN EE 


nstitutional Funds, Corporate Funds 
PAID BY 
INSURED SAVINGS 
ASSOCIATIONS 
Any Amount—$500 to $1 MILLION 
am ic All accounts insured by Federal Agency 
ie. Yk Fully Protected Mail Program 
Ee Ask for our Nation-Wide list— 
Complete information. 








} NO CHARGE FOR OUR SERVICE $a 
(Insured Investment Assoc. 
76 W. Adams St.- © Chicago 3, Ill. 
Financial 6-2117 STate 2-4439 < 














be the biggest “bullish” factor on Amer. 
ican business and American invest. 
ments. Don’t overlook these “foreign 
trade” stocks like Colgate-Palmolive, 
Caterpillar Tractor and Coca-Cola, 

Fourth, there is the population jp. 
crease factor with all its many “bullish” 
facets. But the figures, impressive as 
they are, tell only a small fraction of 
the story. Not only do we have more 
people, but the average consumption 
per person is skyrocketing. 

Do you have children in your home? 
Teen-agers? What do they expect (and 
get) in the form of material thing 
What you had, or what your own chil- 
dren had? Far, far more! And don't 
forget that the huge crop of “war 
babies” is just beginning to enter the 
teen-age ciass! A child born in 1939 
now is 15 years old, but we did not 
begin to mass-produce kids until about 
1941; and since 1945 we have pr- 
duced them faster than ever. Marriages 
have slowed down a bit, but not births! 
Big families (and what mother and 
father think of stopping at two any 
more?) plus ability and determination 
to see that your children have. every- 
thing the other kids have, are a great 
dynamic factor in the economy. 

It is necessary for those of us in the 


| business to hire stock and bond sales- 


men. Salesmen--are one of our big 
problems. There is one way to be sure 
you get a good one. The best sales- 
man will have a mortgage on his house, 
four or five young kids and an ex- 
travagant wife. That guy just has to 
work. The same formula applies to any- 
one you hire for any job. Happily there 
are lots of mortgages, a huge crop of 
kids (with more on the way), and our 
American women want a lot. All that 
is “bullish” on stocks and business. 
Fifth, we are not cursed with wide- 
spread speculation, in the stock market 
or anywhere else (this penny stock 
craze in uranium is wild speculation, 
but it is so small that it is “just per 
nuts”). The best measure of specula- 
tion is the rate of turnover of owner 
ship. So far this year the rate of tum 
over on the New York Stock Exchange 
is about 17% against around 124% i 
both 1952 and 1953. That is better 
business for the stockbrokers, but it 5 
still low against a turnover of 23% 
1950, 24% in 1945, 37% in 1936, 504 
in 1933 and 132% in 1928. Volume a 
trading per session thus far in 1954 has 
averaged about 2,100,000 shares pe 
session. To match 1928’s turnover (we 
have 8.1 billion shares listed n0¥ 
against 706 million in 1928), we would 
have to do 15,800,000 shares every 0 
of about 250 sessions per year! So we 
don’t have overspeculation in stocks by 
any stretch of the imagination. 
This is a “background” column, ! 
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makes no attempt to do any market 











































































"4 ‘iming,” but background in the long 
sign gu is more important than timing. So 
live. @ far as the elections are concerned, there 
' Bi won't be any surprise element in them 
in. it the Republicans lose control of Con- 
ish”  gess—and the market responds to the 
. mexpected, not to the suspected. 
1 of | continue to like the Oils, especially 
nore Pure Oil, Standard Oil of New Jersey 
tion and Lion Oil. . . . Grand Union looks 
ike an excellent “growth” issue to buy. 
me? § ..- Life Insurance shares may no longer 
‘and i te “cheap,” but I think those who are 
ngs? jg sling their Lincoln National Life and 
chil. fy Kansas City Life will live to regret it. 
lon't =| like Goodyear at around 82. It 
‘war (looks as if earnings this year may be 
the @ searer $11 a share than the earlier esti- 
1939 | mate of $9. The stock would appear 
not @ceeaper than the other leading tire 
bout issues. Goodyear eventually should be 
pro- jg suite a chemical company. 
ages fg One of the stocks which should gain 
rths! fq om the road building boom is Medusa 
and (Portland Cement, selling around 96 on 
any (ie Midwest Stock Exchange. This 
ation company has a relatively small capi- 
very- ( Ulization in relation to its size and is 
great (specially well fitted to profit from ex- 
tensive road building in Ohio and In- 
: the diana. Earnings this year should be in 
ales- excess of $7 a share. 
~ Advance release by air mail of this regular 
ales- fy “ticle will be sent to interested readers 
ouse, the day of its writing. Rates on request. 
| eX: 
ee THE ECONOMY 
there (CONTINUED FROM PAGE 11) 
yp of 
1 our @ Were keeping the same employment 
that pace last month. 
S. Stable, Not Stagnant. Meantime, as 
wide- the U.S. economy moved into mid- 
arket October, most pundits were sticking 
stock MH with one adjective, “stable.” The Na- 
ation, @ tional City Bank of New York, for ex- 
pea @ ample, concluded that business stabil- 
scula- ity was the result of a “balancing out 
wnet- #°f opposing forces.” On the “down- 
tum- § ward” side, said the bank in its monthly 
nange  ktter, there were curtailments in de- 
4% in Mfense production, inventory reductions 
better Mand lesser declines in purchases of 
t it is HH business equipment and consumer dur- 
3% in MH ble goods. 
, 508 B On the “upward” side, National City 
me of (placed the current building boom and 
14 has WH built-in economic stabilizers” (such 
s pet's unemployment insurance, veterans’ 
r (we MM benefits and farm price supports). 
now @ The upshot of this reasoning is that 
would ‘te trend of business in the fourth 
ry one MH Warter lies in the hand of the con- 
So we @ ‘umer. One bright hope: a recent study 
sks by by the University of Michigan which 
indicated that most families feel in a 
an. It et buying position this year. 
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and Income.” 


open to new readers only.) 





210 NEWBURY ST. 








SOUND STOCKS 


for INCOME and PROFIT 


Selected from over 2,000 issues 
listed on major exchanges 


A NEW Report covering UNITED’S complete Supervised 
List of Recommended Common Stocks is just off the 
press. It is broadly diversified as to industry. Selections range 
from the highest quality stocks for safety and income to lower- 
priced speculative issues for high percentage gains. You will 
find the following issues of special interest: 


10 Attractive Low-Priced Stocks under 20 
22 Quality Growth Stocks; yields up to 5%, 
6 Speculative Growth Stocks at 13 to 38 

24 Steady Earners; yields up to 8.3%, 


Send only $1 for your copy of this Report on “121 Stocks for Profit 
In addition we will send without extra charge the next 
4 issues of the Weekly United Reports, covering Stocks, Bonds, Business 
Outlook, Commodities, and Washington Developments. (This offer 


t——— FILL OUT COUPON AND MAIL TODAY WITH ONLY $1 -——- 
BY AIRMAIL $1.25 [_] 


Annee eee eee OOOO EERE SEES TEESE ESSE SEES EEEEEE SEES SEH EEEEEESE ESSE EESEEE SEES OEEE SOE SES ESSE ESE EEEES 


a eee eee eeeereeeeseeeeseeeeeeeeeees 


COCO RSE O SEO EEE ESSE EEE ESTEE HESS EEEE OEE S OEE EEE OEEE SEES 
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UNITED BUSINESS SERVICE 


Serving more business men and investors than any other advisory service. 


FM-38 









BOSTON 16, MASS. 






















































































Because of abundant natural resources, this 
area served by Utah Power & Light Co., offers 
tremendous 4 









AREA RESOURCES BOOKLET on request 
P. O. Box 899, Dept. W, Salt Lake City 10, Utah 
































16 Mining and Smelting Stocks 


Rated According to Relative Strength 
Reports show which stocks in this strong group 
carry ‘“‘Hold’’ ratings for long-term investment 
appreciation—also rate 481 stocks. 46 Industries. 
Free to new inquirers. Ask for Report F-138. 

AMERICAN INVESTORS SERVICE 

Larchmont, N. Y. 

















72 STOCKS WITH PRICE 
RISE OF 1000%, OR MORE! 


Just look at this 12-year record utility holding 
company with price rise of 123,900%, hotel oper- 
ator up 48,900%, textile finisher with rise of 
40.733%, dairy up 32,900%, coal company up 
15,233%, and patent holding company up 
10,900%! A dozen years ago, these companies 
were little known “penny stocks.” Today, a 
$100 investment in each of these stocks in 1942 
is worth a grand total of $272,024! 

The current issue of OVER-THE-COUNTER 
SECURITIES REVIEW discusses these amaz- 
ing stocks, also eight stocks with 12-year price 
appreciation of over 5000% and 58 companies up 
1000% or more! Virtually all of these stocks 
started under $5.00 a share, many under $1.00 a 
share. Here is convincing factual evidence that 
the unlisted securities market has a profit poten- 
tial unmatched by any other investment market. 

Start your subscription to OCSR with this eye- 
opening issue. For $4.50 you receive: 1. One 
year’s subscription (12 issues) to OVER-THE- 
COUNTER SECURITIES REVIEW, only 
magazine devoted exclusively to the unlisted se- 
curities market—the “last frontier’? for profitable 
investment exploration. Pocket-sized monthly. 
Facts and figures on hundreds of companies. 
Includes Monthly Review, Company Briefs, Initial 
“Ground Floor’ Offerings, Dividends, Earnings, 
Oil and Gas News, Utility Notes, Forecasts. 
2. Privilege of using OCSR’s famed Free Litera- 
ture Service to obtain topnotch broker reports on 
“special situations.” 

Send $4.50 for Year’s Subscription to: 
OVER-THE-COUNTER SECURITIES REVIEW 
Dept. M-7, Jenkintown, Pa. 
P.S.—For another $3.75 you can obtain a copy of 
OVER-THE-COUNTER SECURITIES HANDBOOK, a 
comprehensive guide to over 470 unlisted corpora- 
tions—only popular-priced manual in this field. 











) Annuities § 


Life Incomes 
B POMONA COLLEGE fj 


ecoto atinaroncaee 


> Save taxes 

> pay a dependable income 
> assure financial security 

> provide a memorial for you 


When you invest funds with Pomona 
College you have the choice of two invest- 
ment programs. (1) The college will pay 
you a fixed dollar annuity for life. The rate 
is determined by age and it never changes. 
(2) Or, the college will pay you an income 
for life at the same interest rate the col- 
lege earns on its investments. This rate is 
not based on age and no charge is made 
for handling your funds. For the present 
fiscal year the return is 5.57%. 


SUBSTANTIAL TAX SAVINGS 


Each plan has its own special tax saving 
features which can be of substantial bene- 
fit to you. Moreover, there is personal satis- 
faction in this form of investment because 
you know the principal you invest will ulti- 
mately be used to establish a memorial 
fund at the college which will 
bear your name. This firmly 
established eollege with as- 
sets in excess of fourteen 
million dollars invites you 
to write today for particu- 
lars given in a booklet 
‘‘Pomona College Annuity 
and Life Income Plans.”’ 


POMONA COLLEGE 


Room 203F, Sadmner Hall, Claremont, California 





STOCK ANALYSIS 





by HEINZ H. BIEL 


Blue chips still the leaders 


Tue stock market this year has out- 
distanced even the greatest optimists 
among us. I don’t know of a single 
serious market analyst who would have 
dared a year ago to predict that the 
Dow-Jones industrial stock average 
would rise more than a hundred points; 
that General Motors would rise another 
70%; that the steel stocks would easily 
go up to new highs and make the select 
list of the “Favorite Fifty” with a bang 
despite a 30% decline in the rate of 
operations. This market has really been 
phenomenal. 

No doubt, we all have been too con- 
servative. But that is one criticism I 
shall accept gladly. In any event, we 
were right in the evaluation of business 
prospects in general and the stock mar- 
ket outlook in particular. I am espe- 
cially gratified to see that the leader- 
ship still rests with the duPont, the 
Standard Oil, the General Motors and 
other prime investment stocks, because 
it confirms my continuously reiterated 
opinion that the investor will be better 
off with his “blue chips” than the spec- 
ulator with his “cats and dogs.” 
“Widows and orphans” stocks like 








months. 


make stock jump. 


masa for only $3. 





WATCH THIS STOCK GO! 


Now Bargain-Priced Around $18 
—Should Reach $30 Soon 


© Company’s sales jumped 33% for year ending Sept. 30 over previous 12 


© Star performer of entire industry with 145% earnings gain. 
© Very effective cost-cutting methods should further increase earnings; 


@ Cash dividends paid for 18 years, plus 3344% stock dividend—Year-end 
extra expected—with higher level for ,stock. 


@ New product is huge success—likely to enhance its industry position; 
create strong buying of this issue. 


® Strong as the Rock of Gibraltar—no funded debt or preferred ahead of 
common. Current assets over 10 times current liabilities. 


We believe we’ve uncovered one of most remarkable opportunities 
in all our history. . . . Listed on N. Y. Stock Exchange. .. . We 
are telling our clients: “BUY AT THE MARKET”. 

Our exclusive Report on this Company is yours FREE with 4 weeks’ trial subscrip- 


tion to the complete DUVAL’S INVESTMENT CONSENSUS Service including 
DuVal’s Growth Stocks, Little Blue Chips, Low-Priced Speculations and all special 


--- oO SEND NO MONEY NOW 





DUVAL’S CONSENSUS, INC. 


Dept. U-141, 41-43 Crescent St., Long Island City 1, N. Y. 
Please send me Report ‘‘A Double Your Money Opportunity?’’ FREE with $3 four weeks’ trial subscription 


to the Complete DUVAL’S INVESTMENT CONSENSUS Service. 


Bill me at later date, 





Socony outper- 
formed any of the 
highly touted Can- 
adian oil stocks by 
a wide margin. 
Once again, virtue 
has had its re- 
ward. 

But where do we go from here? 
Obviously, this can’t go on indefinitely; 
it has gone farther already than we had 
expected. The market, now above the 
360 level, is decidedly vulnerable, to 
be sure. But it is vulnerable to set- 
backs rather than anything more seri- 
ous. Any similarity with 1929—as might 
be suggested by the lofty level of the 
Dow-Jones industrial average—is just 
preposterous. My recommendation is to 
continue a well-invested position in 
good stocks, not to over-extend margin 
accounts, and to be increasingly selec- 
tive in buying new investments. 

The American investor got his fingers 
burned so many times with investments 
in foreign countries that he had become 
rather provincial in his tastes, regard- 
less of the rich opportunities for sub- 
stantial profits that may loom abroad. 
The incredibly stupid and clumsy han- 
dling of the listing of Royal Dutch 
Petroleum shares on the New York 
Stock Exchange merely confirmed the 
average investor's opinion that it is best 
to keep away from foreign stocks. Be- 
sides, the American market so far has 
offered such excellent values that there 
was little reason to look for investment 
opportunities abroad. And as it turned 
out Standard Oil (N.J.) did just as 
well as Royal Dutch, a stock which | 
had recommended many times and 
which I still consider cheap. 

Americans, as investors, have one 
great weakness, however, and that is a 
predilection for Canadian securities. 
There is an almost sentimental belief- 
and it was most pronounced while we 
had a New Deal and a Fair Deal—that 
Canadian economic and fiscal policies 
are so much sounder and more conserv- 
ative than ours; no “creeping Social 
ism,” less “flirting with inflation.” ! 
don’t wish to debate these points—they 
just get you into politics, which isnt 
my province. But besides all that more 
or less unsubstantiated confidence fac- 
tor, there is indeed a most valid reason 
for investing in Canada: its growth 
potential is greater than that of the 
United States. 

Numerous investment trusts have 
been formed for the specific purpose of 
investing in Canada. The trouble, how- 
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To INVESTORS 


Who Want PROFITS... 


THis Is Your @uarantee 


MY INVESTMENT ADVISORY SERVICE SUPPLIES YOU WITH 
FULL INFORMATION ON CANADIAN STOCK MARKET LEADERS 
AND INCLUDES FORECASTS ON CHANGES AND HOW THEY 
WILL AFFECT THE MARKET PRICE OF DIFFERENT 






















Canada offers Unsurpassed 
Opportunities to the well-informed 


MY SERVICE ALSO TELLS YOU WHICH STOCKS TO BUY AND 
WHICH ONES TO $i 

IF YOU DO NOT THINK THIS ADVICE ALONE IS WORTH MANY 
TIMES WHAT | CHARGE OR IF ANY TIME MY SERVICE DOES 
NOT MEET WITH YOUR COMPLETE SATISFACTION, YOU ARE 
AT LIBERTY TO CANCEL IT AT ONCE AND | AGREE UNCON- 
DITIONALLY TO REFUND YOUR MONEY. f 








Get the advice of a specialist 
on the fabulous Canadian market 






ESIDENT, 
QUEBEC LIMITED 
oe 





Here is my offer to you 










































































le 1 AM SO CONVINCED THAT WE CAN BE OF INVALUABLE ASSISTANCE ° 
rol TO YOU IN INVESTING PROFITABLY IN THE CANADIAN MARKET, THAT 
pis WE ARE WILLING TO GIVE YOU OUR REGULAR SERVICE, (ORDINARILY 
sie COSTING $100.00 YEARLY), FOR ONLY $5.00 OVER A TRIAL PERIOD OF 
ome 90 DAYS. AFTER RECEIVING THIS TRIAL SERVICE, | AM SURE YOU WILL 
ard- BECOME A REGULAR AND VALUED PERMANENT SUBSCRIBER. 
sub- ia cei 
— Th h f ly $5.00 
m4 is is what you get for only 95. 
York SELECTED CANADIAN MARKET LEADERS: 
| the (FABRICOID LOOSE LEAF BINDER) with a complete 
best International Kescarch Burcu pemmmmeamnagin breakdown of each individual stock. 
Be- of Qacber Lid pase 
. sl @ .—=2 =. ... Ee PROFITS: 
there oh MARKET INDICATOR ay a four-page market commentary issued every other week. 
ment 4 Gstemational Research Bureau MARKET INDICATOR: 
med p wi a supplement to the regular issue of PROFITS. 
st as —_ 
ih v® Post PROFIT POINTERS: 
and — issued from time to time when and as individual stocks 
indicate they are about to become action stocks. 
one STATISTICAL REPORTS: 
tue complete, confidential information on any Canadian 
rites. security you may be interested in. 
slief- )R 
le we 
_that AD NED 0 Be RH ek  «* = a 
oat . FME 
mo i International Research Bureau of Quebec Ltd., b 
7 i \ “ See “LI F 
ocial- ) i Radio City Building, 265 Craig St., West, 4 
n.” ] 
we Naame Wile Montreal, Canada. 
, isnt : ' 5 4 Gentlemen, 3 
more j : ) . : . a 
Enclosed is the sum of $5.00 covering a 90-doy Trial Subscription 
e fac to your Investment Counsel Service. Although this Service, on a i 
reason } i regular basis, costs $100.00 per year, it is understood that the 
rowth 4 above is the total price for my 90-day Trial Period and | am 
the ‘6 2 under no further cost or obligation to you. ] 
f We Know Canada 
Ff PI iapreservacassnsensipessrisnetinliginteiiptussiniimensetevicosemetennaasserserendintine nee 3 
have 
ose of i canniaaainlcs Sccinse einenrincapetinetnhehbanisibentoomeeelah 
REGISTERED AS AN INVESTMENT ADVISER 3 a 
how- WITH THE SECURITIES EXCHANGE i On FR PROV. OR STATE........ccccssccsssceceee 
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An opportunity to invest in 70,000 acres 
which offer unusual possibilities in 


URANIUM 


The merger of Uranium Mines of America into Consolidated 
Uranium Mines was sufficient inducement to attract many 
new stockholders to a producing Uranium company. 

Now, Consolidated Uranium Mines has absorbed the 
properties and other assets including $550,000 in cash, of the 
following companies: 


COLORADO URANIUM MINES 
PARADOX URANIUM MINING CORP. 
THREE STATES URANIUM CORP. 
MESA URANIUM CORP. 


In terms of growth and profit potential, this means every 
stockholder of CONSOLIDATED URANIUM MINES, INC. 
now shares in the Uranium possibilities of over 70,000 
promising acres. CONSOLIDATED URANIUM MINES alone, 
in the fiscal year now just ended, has produced over 60,000 
tons of Uranium ore with a gross value of about $2,000,000! 
And more important still, this Uranium came from a mere 
100 of the thousands of acres owned or under lease! A 
moment’s reflection is necessary in order to grasp the mag- 
nitude of the potential now apparent from properties of 
these five new companies. 


Can you find a speculative security offering which has more 
staggering possibilities than this? "We couldn’t, we can’t, 
and we probably never will. And that’s the best reason why 
we continue to recommend the purchase of CONSOLIDATED 
URANIUM MINES Common Stock. 


Currently selling around $1.25 per share 


F-96 


TELLIER & Co. 
ESTABLISHED 1931 
1 Exchange PI., Jersey City 2, N. J. DElaware 3-3801 
Free telephone from N. Y. City: Digby 4-4500 


GENTLEMEN: Without obligation, please send me additional information 
about the Uranium mining stock mentioned above. 


NAME .. 
(Print) 


ADDRESS ... 
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LARGE PROFITS in BOSTON EDISON 
INTERNATIONAL TEL. & TEL. COMPANY 


Recently this stock was tipped by a 
Radio & TV Commentator. It opened Dividend No. 262 
sharply higher on heavy volume.... 


Of course my readers (and myself) A quarterly dividend of 70¢ a 
* were already in the stock share has been declared, payable 


ABOUT 6 POINTS LOWER! November 1, 1954, to stockholders of 


@ Clients will be advised the most record at the close of business on 
opportune time to take profits. October 8, 1954. 


: $ Checks will be mailed from Old 
- New readers: next 2 Bulletins... Colony Trust Company, Boston. 


THE INCOME BUILDER ALBERT C. McMENIMEN, Treas. 


Boston, September 27, 1954. 
RIVER EDGE e NEW JERSEY 
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ever, is that the Canadian market gip 
ply cannot absorb all the funds seeking 
investment. As a result, the great » 

jority of investment-grade Canadiy 
stocks are anything but cheap, an 
Canadian investors themselves find th 
American securities market more 3 
tractive than their own. 

Among the few Canadian stock 
which still seem reasonable, by obje 
tive standards, I like Ford Motor Cy 
of Canada (listed on the America 
Stock Exchange). This company hg 
shared fully in the spirited revival 
its American parent and its earnings iy 
recent years have been most impressive 
indeed. This year’s results should x 
least match the 1958 record of $12.07 
a share and dividends should not bk 
less than the $4.25 paid during the las 
12 months. The “A” stock now se 
around 101; the inactive “B” stock 
should be avoided. 

I think it is time to take another joo 
at the better-grade farm equipmel 
stocks which have weathered their ov 
rather severe recession in excelletl 
shape. The low point seems to ha 
been passed early this year, and whik 
the industry is not exactly prospering 
right now, comparisons with a year ag 
should be quite favorable from here on 

My preference in this group is Deen 
& Co., now about 28%, which has sold 


above its present price in each of th 


last four years and as high as 37 i 
1951. Deere should earn somewhert 
between $2.75 and $3 a share for thé 
fiscal year ending October 31, 195 
While this is the lowest since 1947, il 
is a pretty good showing under rathe 
adverse conditions. Deere should beg 
to benefit soon from its large chemic: 
fertilizer plant, which went into pr 
duction late this summer. Deere is pay 
ing $1.50 a share for a 5.4% retum 
The stock’s book value is well over #4 
a share. 

Investors who follow the sensibl 
policy of “salting away” some of tif 
large profits that have accrued in recetl 
years, may find a suitable haven in t# 
stock of The National City Bank ' 
New York, which presently is unde 
some pressure as a result of the hug 
offering of an additional 2% milli 
shares ($131,250,000). Now availab 
at 53%, the stock offers a comparativel 
very liberal yield of 4%% on basis of 
recently increased $2.40 dividend 1 
This rate of return not only compa 
favorably with that of best-quality ba! 
stocks, but even surpasses the aver 
return on good utility stocks. No 
seeking quick capital gains should 
sider a New York City bank stock, ™ 
for those who wish to, or have to, © 
phasize quality and safety, one of # 
best .buys is National City Bank | 
N. Y. Regular dividends have been P* 
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for more than 15U years—a record that 
speaks for itself. 


Advance release by air mail of this regular 
gticle will be sent to interested readers 
on the day of its writing. Rates on request. 


THE MARKET OUTLOOK 











(CONTINUED FROM PAGE 34) 


buying attitude is reported to have 
changed, and excessive dealer inven- 
tories have been corrected. This year’s 
droughts and floods should strengthen 
the commodity price structure—with 
the result that relative price stability 
gems in prospect. This could be more 
important than the small decline in cash 
fam income which is in prospect, since 
the farmers have had a few years to 
become psychologically adjusted to the 
end of the boom. 

International Harvester, whose earn- 
ings this year may be about $2.75 per 
share, merits special attention; the $2 
dividend now seems secure. Harvester 
is perhaps as much a truck manufac- 
turer as a farm tractor and implement 
manufacturer, in which connection it 
may be noted that its dominant position 
in the heavy truck field has been main- 
tained. Moreover, there are forecasts 
that the truck industry may enjoy a 
better year in 1955. 

Textiles are another depressed group 
deserving of interest. Until recent 
months, cotton figuratively was the 
new miracle fiber; at any rate, this 
section of the industry had fared much 
better than the others. Now, however, 
the rayon producers are coming to the 
fore inasmuch as the slow but steady 
improvement in volume and _ prices 
since last spring has gained momentum. 
Excessive inventories have been elimi- 
nated in all channels and advance or- 
ders now are running ahead of last 
year. With the profits outlook having 
vastly improved, stocks such as Burling- 
ton Mills, Celanese and United Mer- 
chants have distinct speculative merit. 

A few months ago, favorable com- 
ment was made regarding Chrysler 
Corporation. A long-term constructive 
view still seems warranted, for the 
stage appears set for the company to 
tecapture a large share of the market. 
Chrysler has always been known for 
mechanical excellence, and its new 
cars reportedly have the long, low, 
Sleek look now in favor. But a poor 
third-quarter report could provide an- 
other buying opportunity. 
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Pace 15—Standard Oil Co. (N.J.) 
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One of the Most Important Special Reports 
We've Issued in Our 25 Years! 


SELECTED GROWTH STOCKS 
In New ATOMIC INDUSTRY 


Don’t think of uranium alone. There are other opportunities (all the greater 
because most investors are unaware of them) for wide capital gains in 
various segments of the huge atomic field: 


® the mining of uranium, thorium, lithium, beryllium, and zirconium 
© the chemical processing of the ore concentrates 

© the manufacture of equipment and instruments 

®@ the processing of radio-isotopes 

© the applications of atomic power in industry. 


Our Special Report analyzes all investment possibilities in what the New 
York Times calls “the vast empire of the atom,” gives the outlook for the 
various divisions in this newest and biggest industry . . . and names the 
stocks best situated for capital gains. 


35 STOCKS APPROVED ... 
IN VARIOUS PRICE RANGES 


Over 100 companies have been studied, and a selection made of those best 
qualified on the basis of investment soundness as well as appreciation 
potential. The issues selected enable you to share in the fabulous future 
of the atom on a sound and sensible basis, at minimum risk. Here is truly 
a ground-floor opportunity . . . for the nation’s leaders agree we’re at the 
brink of a tremendous expansion in this field, the dawn of a new era of 
atomic power for civilian use. 


10 TO BUY NOW! 


These particular companies—solidly established, strongly financed dividend- 
payers—offer outstanding prospects for substantial appreciation. Because 
their special growth factors have been largely overlooked, these stocks are 
truly undervalued and represent, in our opinion, wonderful buys at current 
price levels! 


Don't fail to get this Special Report at once! It packs a great amount of 
authoritative information into a few pages. It is designed for those 
hard-headed investors who have looked with skepticism on the current 
uranium craze. Here, now, are opportunities in the atomic field that 
make sense to you, that you can invest in with confidence! 


SPECIAL OFFER 


You can obtain this Special Report (contained in our October 16 Weekly 
Bulletin “Supervised Growth Leaders”) and: 


—the remarkable 20-page brochures "A Proved Method of Building 
Your Future Through Common Stocks." This explains the unique 
fast-growth tests used in making the above selections, points out 
“The Reason Growth Ratings Always Work,” tells "When to Buy 
Growth Stocks," etc. 

—Also our Report CA, naming 6 undervalued Canadian stocks... 
the true-growth issues that enable you to share in Canada's 
tremendous future without worry. 


All for $1. —to acquaint you with the only service (est. 1930) 


specializing in the selection of fast-growth stocks. Hundreds of individual 

investors, trusts and institutions, in 46 states and 6 foreign countries sub- 

scribe to this unique service. 

ACT NOW — while the stocks we recommend for immediate 
purchase in our Special Report are still underpriced! 


ae: anemaiainniaiectininian FILL OUT, AND MAIL NOW WITH $1-~~~~--~~~~~-~ 
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INVESTMENT LETTERS, Inc. 


Chas. J. Collins, President 
600 Griswold Street Detroit 26, Mich. 





Uctober 15, 1954 
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Mutual Funds to meet 
varying investment purposes 


Shares of NATIONAL SECURI- 
TIES SERIES provide an invest- 
ment in a group of diversified 
funds with varying investment 
objectives and whose assets 
are currently invested in port- 
folios with over 400 securities 
of American corporations, a 
cross-section of American in- 
dustry. For Prospectus and 
other information, fill out and 
mail the coupon below. 








Name 





Address 








City & State. 


NATIONAL SECURITIES & 
RESEARCH CORPORATION 
Established 1930 
120 Broadway, New York 5, New York 


Se ee eee eaeneneeaeeeaeea es 
Verret | tities 





“12-YEAR 
STOCK RECORD” 


Of Every Common Stock 
On New York Stock Exchange 


The quickest way to judge the present 
status of stocks you own or contemplate 
buying is to compare with their per- 
formance of past years. Financial 
World’s New “12-YEAR RECORD OF 
N. Y. STOCK EXCHANGE STOCKS, 
1942-1953” tells you instantly Year-By- 
Year Price Range, Earnings Per Share, 
Dividends Paid and Stock Splits for 
each of 1,065 active stocks on New 
York Stock Exchange. Return “ad” and 
only $2 for this “12-YEAR STOCK 
RECORD”’—only one of its kind at a 


low price. 


You Can Save $1 On This 
ESSENTIAL Book 


by adding only $1 to the price of a 3- 
Months’ trial subscription for FINANCIAL 
WORLD’s complete 4-PART Investment 
Service. Only $6 for both—a $5 subscription 
and $2 book. FINANCIAL WORLD is read 
every week by more than 40,000 owners of 
securities. Our editors really help alert in- 
vestors get bigger security values from their 
investment dollars. A trial will convince you. 
Your Money Back In 30 Days if not satisfied. 


FINANCIAL WORLD 


52 Years of Service to Investors 


86-FB Trinity Place, New York 6, N. Y. 





THE FUNDS 








THE WAGES OF DISSENT 


WHETHER mutual funds and other in- 
stitutional investors lead the market or 
whether they follow it, is a matter for 
debate. Certainly, though, the funds 
and the market have appeared identi- 
cal-minded in recent years. While opti- 
mism swept the Dow-Jones industrials 
up 110 points in the past 12 months, 
most stock funds kept the bulk of theit 
assets committed, their cash reserves 
slender. But at least one stubborn dis- 
senter since 1951 has insisted that most 
stock prices are too high, and cuts his 
investment policy to fit that cloth. 

Defense the Best Offense? The opin- 
ion of Arnold Bernard is respected if 
not always followed on Wall Street. His 
$7 million Value Line Fund recently 
had only 55% of its assets in common 
stocks. This was in sharp contrast to 
many comparable funds which had 
90% and more of their money in 
common stocks. What is more, the 
fund has held a “defensive” or pessi- 
mistic position since 1951 when the 
D-J Industrials were around 260. Bern- 
hard’s stated policy since then: “to be 
in position to take advantage of buying 
opportunities when they again appear.” 
For Bernhard and Value Line the op- 
portunities have been long in coming. 
True, in last summer’s slump to 255 
he picked up a few more common 
stocks, but he did not think that the 
bottom had been reached. Today, he 
believes, the averages could go to 220- 
240 if earnings shrink as he thinks 
they well may do. 

In its three-year wait for its tardy 
trolley, the Value Line Fund has fallen 
behind most comparable funds, al- 
though it has come up with some ex- 
tremely profitable “special situations.” 
From the end of 1950 to midyear 1954, 
Bernhard’s fund, counting capital dis- 
tributions, appreciated only 25%. Over 


Massachusetts Investors Trust went y 
45%. 

No Buyers. Low capital gains ay 
not the only price Bernhard has pai 
for sticking to his guns. His bull mar. 
ket bearishness made his Value Ling 
Fund shares almost unsalable. Ther 
are actually fewer shares outstanding 
now than two years ago. Significantly 
the reverse is true of his Value Lin 
Income Fund. Because it aims prima 
rily for high income rather than capi 
tal gains, Bernhard’s income fund h: 
remained rather fully invested i 
high-dividend-paying securities. Conse 
quently investors have gobbled up thi 
newer Bernhard fund to the tune o 
$22.3 million in just two short years, 


But Bernhard stands fast. He base 
his policy on the findings of hi 
own Value Line statistical researd 
outfit and takes his fund’s unpopulari 
quite philosophically. “We were alwa 
on the unpopular side,” says he, “ani 
that is where we're always going to 
except in the relatively short time th 
the move is actually under way.” Fo 
example, now that the aircrafts have 
become popular again, he_ has beet 
pulling out of them. For he says, goin 
against the crowd, in the long rua, w 
produce the greatest capital gains. 

Cinemas & Slaughterhouses. bem 
hard’s nonconformity is not 
to his overall position. It shows up, tod 
in the stocks he chooses. Minimizir 
the long-term attrition from TV, he ha 
sunk 10% of the fund’s money int 
movie stocks like Loew’s, Nation 
Theatres, ABC-Paramount. He belie 
these issues to be deeply undervaluei 
And in fact they have climbed 3040 
more from their 1954 lows. His po 
folio is bare of oils and extremely lig 
on chemicals and electronics. This 
not because Bernhard doubts that tt 
latter will grow. Grow they will! 
agrees, but declares that investors ha 
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the same period the Dow-Jones Indus- already discounted much of this MMhix.q , 
trials climbed 43% and big, conservative __ ture. wer $ 
bigges 
lion Di 


GROW TH 
INDUSTRY 
SHARES, Inc. 








For Investors whose principal objective is 
Growth of Income and Capital 


Managed by HARLAND ALLEN ASSOCIATES 
Prospectus available from qualified dealers or direct from Company: 


Address: 6 NORTH MICHIGAN AVENUE—CHICAGO 2, ILLINOIS 





A Mutual Fund 


Priced at 103% of net asset value 
Redeemed at 100% of net asset value $ 


Ser 
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U. S. FIBERGLASS 


INDUSTRIAL PLASTICS, INC. 
150,000 Shares 





Bernhard much prefers his under- 
vilued “special situations.” A year or 
» ago he began picking up 15,000 
ares of National Homes, an over-the- 
unter maker of prefabricated housing, 
a5 ant an average price of $8.50. Recently 
, “ike shares were offered at $55, a 
re Mieady rise which means a capital gain 
. _ o{nearly 70 cents on every Value Line 
‘mi... Msare. The generally disregarded meat 
packing issues have found a staunch 


af 
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= ,jvocate in Bernhard, who has put 5% CLASS “ann COMMON STOCK 

rd of Value Line’s money in them. And 

"Mit only in movie shares has Bernhard’s y bi 9 0 0 

aa waywardness begun to pay off: the re- Offering Price: 7 Per Share 
d P wnt strength in “secondary” stocks 

why pushed Value Line’s asset value up a 

ed it yalthy 18% in the first three months Copies of the Offering Circular may be obtained from 
oe Mad the second half. UNDERWRITER 

op Nonetheless, it is obvious that Value 


line has paid a fairly stiff price for its 
sent in the past three years. But for 
"i hose who share the unshaken Bern- 
‘iud’s belief that the Bull Market is 
cing fatted for slaughter and that un- 
devalued secondary issues are the bet- 

tr buys, the Value Line Fund is well 

“gworth a look. 


poem oon GENERAL INVESTING CORP.------- 


80 Wall Street, New York 5, N. Y. Tel.: BOwling Green 9-5240 


TTT 


Please send me offering circular on U. S. Fiberglass Industrial Plastics, Inc. 
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Investors Diversified Services, Inc., 

| be though it headquarters in the Middle 

pula West, far from the financial canyons of 

Wl Wall Street, manages the nation’s larg- 

et “balanced” mutual fund. But even 

EDS huge $642 million Investors Mu- 

“Bul Fund makes up less than half the 

nearly $1.5 billion investment empire 

supervised from the Minneapolis of- 

ices. Last month IDS marked its 60th 

birthday, among other services was still 

wlling the face amount saving certifi- 

“gctes with which it started its career 
jst after the Panic of 1893. 

Calvin Bullock, another big invest- 

-amucnt outfit which was founded out 

ly lWest after the ’98 debacle (many of 











Pepsi-Cola 
Canada Dry 


Which of these 2 low-priced stocks 
in the rapidly growing BILLION 
DOLLAR soft drink industry is the 
best buy for large CAPITAL GAINS? 


In a 20-page Special Report—just completed—we 


ahs have chosen one of these two stocks TO BUY NOW 





the early clients paid with gold dust), 


‘ikewise celebrated its 60th year last 


month, Now headed by Hugh Bullock, 
sn of the founder, and long headquar- 
ted in Wall Street, Bullock watches 





PROFIT 


STOCK - COMMODITY service 


Send TODAY for next 
important letters — ONLY $i] 
W. D. GANN Research, Inc. 
Joseph L. Lederer, President 
Box 656, Scarsdale, N. Y. 


Vctober 15, 1954 





for CAPITAL GAINs. 


To familiarize you with our work in this highly 
specialized field of CAPITAL GAINS, we'll be glad 
to send you a copy of this timely and valuable Report. 
The cost is a modest $1, which will be promptly re- 
funded if you aren’t entirely pleased. 


CAPITAL GAINS RESEARCH BUREAU 


220 East 42nd St., New York 17, N. Y. 


Please send me the Special Report referred to above, for which 
F 


| am attaching one dollar. 





Address_ 





State 























To Reach the TOPS FORBES is TOPS 














RADIO CORPORATION 
OF AMERICA 


Dividend Notice 





The following dividends have been 
declared by the Board of Directors: 


First Preferred Stock 


871% cents per share on the First 
Preferred Stock, for the period Oc- 
tober 1, 1954 to December 31, 1954, 
payable January 3, 1955, to stock- 
holders of record at the close of busi- 
ness December 13, 1954. 


Common Stock 


A quarterly dividend of 25 cents per 
share on the Common Stock, payable 
November 22, 1954, to stockholders 
of record at the close of business 
October 15, 1954. 
ERNEST B. GORIN, 

Vice President and Treasurer 
New York, N. Y., October 1, 1954 
LE TT 





Another regular quarterly 
dividend of 25 cents per 
share has been declared by 
Daystrom, Inc. Checks will be 
mailed Nov. 15th to share- 
holders of record Oct. 27th. 


ROM, Inc. 


jj ELIZABETH, N. J. 
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Electronics 
Furniture 





Printing Equipment 








STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT AND CIRCULATION RE- 
QUIRED BY THE ACT OF CONGRESS 
OF AUGUST 24, 1912, AS AMENDED BY 
THE ACTS OF MARCH 3, 1933 and JULY 
2, 1946 (Title 39, United States Code, Section 
233) of FORBES, published Twice a Month 
at New York, N. Y., for October 1, 1954. 

1. The names and addresses of the president, 
publisher, managing editor, and business man- 
agers are: 

President—Bruce C. Forbes, 80 Fifth Avenue, 
New York 11, N. Y. 

Publisher—Malcolm S. Forbes, 80 Fifth Avenue, 
New York 11, N. Y. 

Managing Editor—Byron D. Mack, 80 Fifth 
Avenue, New York 11, N. Y. 

Business Manager—Richard E. Kline, 80 Fifth 
Avenue, New York 11, N. Y. 

2. The owners are: 
oe = inten 80 Fifth Avenue, New York 


1 
Malcolm > Forbes, 80 Fifth Avenue, New York 
aoe eo Forbes, 80 Fifth Avenue, New York 
Wallace Fr, Forbes, 80 Fifth Avenue, New York 


N. 
c. Weiner, 80 Fifth Avenue, New York 11, N. Y. 

3. The known bondh olders, mortgagees, and 
other security holders, owning or holding 1 per 
cent. or more of total amount of bonds, mort- 
gages, or other securities are: None. 

4. Paragraphs two and three include, in cases 
where the stockholder or security holder appears 
upon the books of the Company as trustee or in 
any other fiduciary relation, the name of the 
person or corporation for whom such trustee is 
acting; also the statements in the two para- 
graphs show the affiant’s full knowledge and belief 
as to the circumstances and conditions under 
which stockholders and security holders who do 
not appear upon the books of the company as 
trustees, hold stock and securities in a capacity 
other than that of a bona fide owner. 

RICHARD E. KLINE, 
Business Manager. 

Sworn to and subscribed before me this 29th 

day of September, 1954. 


ALICE BUSH, Notary Public. 
My commission expires March 30, 1955. 








INVESTMENT POINTERS 





(CONTINUED FROM PAGE 86) 


ing $6.25 per share for the last four 
years. While this industry is temporar- 
ily slowed down, I believe that for 
some time to come there will be a 
vigorous campaign by all producers to 
expand their proven reserves, and, 
therefore, the earnings of this company 
should continue to be excellent. Recent 
price, 36%; dividend $2; yield 5.5%. 
There is a possibility of an increase in 
dividend. 

Sinclair Oil Corp. is one of the lead- 
ing refining and marketing companies. 
Crude production amounted to about 
one-third of the total required for total 
refinery operations. Included in the 
company operations are 16 tankers, and 
an extensive pipeline system. For the 
last five years, the company has in- 
creased the amount and _ percentage 
chargeable to depreciation, depletion 
of reserves, leases, and equipment. In 
1949, the amount charged off was 
$37.6 million, representing 6.3% of 
gross income. In 1953, the amount was 
$77.1 million representing 8.4% of in- 
come, and equal to over $6 a share. 
Earnings have been held at a very good 
rate for the last several years (last 
year, $5.53 per share), with dividend 
payout fairly conservative. At present, 
the dividend is $2.60 annually, provid- 
ing a 5.6% yield at the recent price of 
46. Excellent earnings give reason to 
expect that this dividend might be 
increased. 

This column has frequently recom- 
mended the stock of Montgomery 
Ward. I was pleased to see that a new 
group has taken steps to supplant the 
Avery control. In my opinion, readers 
who purchased the stock on my advice 
should support the Wolfson interests. 


Advance release by air mail of this regular 
article will be sent to interested readers 
on the day of its writing. Rates on request. 


ON THE BOOKSHELF 





Secrets of Successful Collections 
by Mail 

It has been said that the only new 
thing about psychology is the name. 
Be that as it may, Mr. Flanagan applies 
generous doses of that science to his 
suggestions for getting delinquent cli- 
ents to “come across.” A strong disciple 
of the theory that a humorous request 
gets better results than a nasty note, 
the author doesn’t neglect the habitual 
offender and knows “When to Get 
Tough” (Chapter 5). Simple but cour- 
teous phrasing can often do the trick, 
however, and this book with hundreds 
of hints and samples is a new approach 
to an old problem (by George A. Flan- 
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agan, New Voices Publishing (Co, 
24-25 77th St., Jackson Heights. N.Y, 
$2.50-paper ed., $3.50-cloth, 1954), 


What About Mutual Funds? 


For the investor who doesn’t want 
all his security eggs in one basket but 
doubts his own competence to play the 
field, John Straley, associate editor of 
the Investment Dealers’ Digest, offers 
as an alternative the mutual fund plan, 
In short, readable chapters, this book 
dissects and displays the formation and 
operation of the open-end investment 
company. The various type funds are 
examined in the light of individual 
needs and desires and the values of the 
system contrasted with other invest- 
ment programs (by John A. Straley, 
Harper & Brothers, 49 East 33rd St, 
New York, $2.50, 1954). 















































PHILADELPHIA ELECTRIC 
COMPANY 


ee ae Notice 


Dividends on all series of preferred 
stock have been declared, payable 
November 1, 1954, to stockholders 
of record at the close of business 
on October 8, 1954. 











These dividends amount to $1.17 a 
share on the 4.68 % Series, $1.10 a 
share on the 4.4% Series, $1.07 4a 
share on the 4.3% Series, and 95 
cents a share on the 3.8% Series. 


Checks will be mailed. 
C. WINNER, 


Treasurer 

















































LONG ISLAND LIGHTING COMPANY 
QUARTERLY DIVIDEND 







COMMON STOCK 







The Board of Directors has de- 
clared a quarterly dividend of 25 
cents per share on the Company's 
Common Stock, payable Novem- 
ber 1, 1954 to stockholders of rec- 
ord at the close of business on 


October 15, 1954. 












VINCENT T. MILES 


Treasurer 






September 29, 1954 








































“Nothing like it in this big city’ 


says one N. Y. user of these 


PERSONAL INVESTMENT anon 
Give you all facts for your en 
purposes. Simple, complete, time-saving; 8 
in ring binder, postpaid $3.50. 

“invest In The Miracle That. Is Americ#” 
book on modern investment, $2; both $ 










Investment Publications, 638-F 4ist, Des “Moines 12, Ia 12, low 
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eees & Co... ..... +151% 


ITHIN THE PAST 12 MONTHS, if you have been 
passing up profits like these in "ground-floor," 
low-priced stocks, we invite you to check through 

our 1954 edition of the FORBES “OVER-THE-COUNTER 

STOCK GUIDE"—which we will send you on a money- 

back in 10 days if not satisfied basis. 


This Guide to unlisted securities contains close to 250 
pages of vital investment information—tells you what 
you need know about the over-the-counter securities 
market—singles out just 101 of the 23,000 industrial 
stocks traded and recommends them to meet specific 
investment objectives—handpicks young, ground-floor 
companies which could some day ‘graduate" to the big- 
board and grow to blue-chip size. 


A RICH SOURCE OF INVESTMENT PROFITS 


Many new investors completely overlook this rich market 
and yet, scores of today's blue-chips were once traded 
over-the-counter. General Motors, duPont, IBM, prac- 
tically every one of the giant chemicals. Can you 
imagine what the investors who bought these then un- 
listed stocks for just a few dollars a share are worth 
today? $1,000 invested in IBM in 1917, when it sold 
for $24 over-the-counter, would be worth roughly 
$149,000 today—to say nothing of dividends. 


Small wonder then that many professionals call this 
market ‘the proving-ground'’’ for the giants of the 
future. For while thousands of huge corporations prefer 
to remain unlisted, others win their spurs while being 
traded over-the-counter and then move on to the "big 
board" to become investment favorites. 


Our staff of security analysts continually sifts through 
this huge market, keep close tabs on new developments. 
And then once each year, prepares a new edition of 
the FORBES "OVER-THE-COUNTER STOCK GUIDE" 
which throws the spotlight on "ground-floor" opportuni- 
ties which, because of their still unlisted status, would 
normally be overlooked by all but the professional 
trader. 


Year after year, the FORBES “OVER-THE-COUNTER 
STOCK GUIDE" has helped thousands of investors 
make handsome profits—can also help YOU by broaden- 
ing your investment horizon—by laying bare a rich 
source of investment profits in: 


24 GROWTH STOCKS; 17 JUNIOR BLUE-CHIPS; 30 
LOW-PRICED STOCKS; 20 PROMISING SPECULATIONS; 
3 HIGH-YIELD STOCKS; 7 GROUND-FLOOR STOCKS 


BROADENS YOUR INVESTMENT HORIZON 


Of the 150 stocks recommended in last year’s Guide, 
120) have already shown some gains—50 have appre- 
ciated 20% and more (including those listed above, 
which have gained from 42% to 151% in less than 
12 months)—Stromberg Carlson and San Diego Gas 









| & Electric graduated to the New York Stock Ex- 


Bowser, Inc. .. 


PROFITS in “GROUND-FLOOR” LOW-PRICED STOCKS 


10%, Gerber Products . 


«=. is 


Vitro Mfg. ....... + 134%, Abitibi Power & Paper + 67%, Black, Sivals, Bryson. +49°%, 
Collins Radio ..... +118Y, Remington Corp. ... + 64° American-Marietta .. + 48°, 
Foremost Dairies... + 85°, Dewey & Almy Chem. +62%, New Britain Machy.. +47%, 
Piasecki Helicopter . + 76%, Citizens Utilities ... +57%, Oswego Falls ...... +44Y, 
Rohr Aircraft ..... + 71% Smith, Kline & French +-56%, Copeland Refrig. ... 






change, Remington Arms and International Resistance 
to the American Stock Exchange—Buda Co. was 
bought out by Allis-Chalmers, Newport Steel by 
Merritt-Chapman & Scott. 


10 YEAR RECORDS 


You'll find a complete, factual analysis of each of the 
101 stocks selected covering Growth Factors, History 
& Background, Capitalization & Finances—up-to-the- 
minute information on sales, earnings, net income, divi- 
dends—ALL OF THE FACTS which we've uncovered, 
which prompted us to single out these 10! stocks and 
label them the cream of the over-the-counter securities 
market. 

So make it your business to look into the rich over-the- 
counter market—particularly if you cannot afford to 
build your investment program around the high priced 
blue-chips. Just a few hundred dollars ventured in 
these “off-the-beaten-path” stocks often work like 
thousands tn listed securities. 
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ORDER NOW AND 


SAVE $5.00. MONEY 
BACK IN 10 DAYS IF 


NOT COMPLETELY 
SATISFIED. 


As a Forbes reader, you can save $5.00 on the FORBES 
“OVER-THE-COUNTER STOCK GUIDE" by ordering 
your copy today—at the special pre-publication price of 
$10, instead of the regular $15. Furthermore, if after 
studying this Guide carefully, you decide that you 
cannot use it, cannot find an over-the-counter stock to 
suit your investment objectives, you may return tt 
within 10 days for full refund. Fair enough? 


For your copy, simply clip the coupon 
below and mail it with your remittance. 


=== = - — CLIP AND MAIL TODAY- - 7-7" 7" ™ i 


| INVESTORS ADVISORY INSTITUTE, INC. | 
| Subsidiary of B. C. Forbes & Sons 1 
80 Fifth Avenue, New York I!, N. Y. 10-15 


| Enclosed is $10 (saves $5 on the regular $15 price) for a copy | 
of the new FORBES "OVER-THE-COUNTER STOCK GUIDE." 

lif not satisfied, | may return it within 10 days for full refund. 

1 (Please add 3% Sales Tax on N. Y. C. orders.) | 


\ TE. CPT NT ee ae \ 
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THOUGHTS 





Why you are born and why you are 
living depend entirely on what you are 
getting out of this world and what you 
are giving to it. I cannot prove that 
this is a balance of mathematical per- 
fection, but my own observation of life 
leads me to the conclusion that there 
is a very real relationship, both quan- 
titatively and qualitatively, between 
what you contribute and what you get 
out of this world. 

—Oscar HAMMERSTEIN II. 


If people are not being told the 
truth about their problems, the majority 
not only may, but invariably must, 
make the wrong judgments. 

—RapH INGERSOLL. 


It is not possible to found a lasting 
power upon injustice, perjury, and 
treachery. —DEMOSTHENES. 


Don’t follow any advice, no matter 
how good, until you feel as deeply in 
your spirit as you think in your mind 
that the counsel is wise. 

—Davip SEABURY. 


Capitalism and communism stand at 
opposite poles. Their essential differ- 
ence is this: The communist, seeing the 
rich man and his fine home, says: “No 
man should have so much.” The capi- 
talist, seeing the same thing, says: “All 
men should have as much.” 

—PHELPs ADAMS. 


It is a socialist idea that making 
profits is a vice. I consider the real vice 
is making losses—WinsTon CHURCHILL. 


Unless each man produces more than 
he receives, increases his output, there 
will be less for him and all the others. 

—BERNARD BARUCH. 


There is little peace or comfort in 
life if we are always anxious as to fu- 
ture events. He that worries himself 
with the dread of possible contingencies 
will never be at rest. —JoHNsON. 


To live, mankind must recover its 
essential humanness and its innate di- 
vinity; men must recover their capacity 
for humility, sanity and integrity; sol- 
diers and civilians must see their hope 
in some other world than one com- 
pletely dominated by the physical and 
chemical sciences. 

—Gerorce F. G. STANLEY. 





ON THE BUSINESS OF LIFE 


If the Golden Rule is to be preached 
at all in these modern days, when so 
much of our life is devoted to business, 
it must be preached specially in its ap- 
plication to the conduct of business. 

—F. S. ScHENCK. 


To persevere in one’s duty and be 
silent, is the best answer to calumny. 
—WASHINGTON. 





B. C. FORBES: 


He who is afraid to manifest 
enthusiasm lest his dignity suf- 
fer is not likely to have much dig- 
nity to lose by and by. Euthusi- 
asm is the steam which makes 
the engine go. It is, if you like 
the simile better, an electric dy- 
namo, capable of generating cur- 
rents of infinite power and po- 
tentiality. “Whatsoever thy hand 
findeth to do, do it with thy 
might.” That is the Sacred Book's 
way of exhorting mortals to be 
enthusiastic. Enthusiasm is the 
propelling force necessary for 
climbing the ladder of success. 
The descent to failure is greased 
with the slime of indifference. 











Nothing is cheap which is superflu- 
ous, for what one does not need, is dear 
at a penny. —PLUTARCH. 


Give what you have. To someone it 
may be better than you dare to think. 
—Henry W. LONGFELLOw. 


Indecision is debilitating; it feeds 
upon itself; it is, one might almost say, 
habit-forming. Not only that, but it is 
contagious; it transmits itself to others. 
. .. Business is dependent upon action. 
It cannot go forward by hesitation. 
Those in executive positions must 
fortify themselves with facts and ac- 
cept responsibility for decisions based 
upon them. Often greater risk is in- 
volved in postponement than in making 
a wrong decision. —H. A. Hopr. 





Let us do our duty in our shop o 
our kitchen, in the market, the street, 
the office, the school, the home, just as 
faithfully as if we stood in the front 
rank of some great battle, and knew 
that victory for mankind depended op 
our bravery, strength, and skill. When 
we do that, the humblest of us will be 
serving in that great army which 
achieves the welfare of the world, 

—THEODORE PARKER. 










Research means that you don’t know, 
but are willing to find out. 
—CHARLES KETTERING. 






I thoroughly believe in a university 
education for both men and women, 
but I believe a knowledge of the Bible 
without a college course is more valu- 
able than a college course without the 
Bible. —W1LLuaM Lyon PHEL?s, 









Without salesmanship we could not 
sell anything. If we could not sell any- 
thing we might as well not make any- 
thing, because if we made things and 
couldn’t sell them it would be as bad as 
if we sold things and couldn’t make 
them. —STEPHEN LEACOCK. 











People vote their resentment, not 
their appreciation. The average man 
does not vote for anything, but against 
something. 

—WILLIAM BENNETT MUNRO. 








There is scarcely anything more 
harmless than political or party malice, 
It is best to leave it to itself. Opposi- 
tion and contradiction are the only 
means of giving it life or duration. 

—WITHERSPOON. 








Hope of ill gain is the beginning of 
loss. —DEMocrimws. 






I hope the day will never come when 
the American nation will be the cham 
pion of the status quo. Once that hap- 
pens, we shall have forfeited, and 
rightly forfeited, the support of the ur 
satisfied, of those who are the victims 
of inevitable imperfections, of thos 
who, young in years or spirit, believe 
that they can make a better world and 
of those who dream dreams and wait 
to make their dreams come true. 

—Joun Foster DULLES. 














We are shaped and fashioned by 
what we love. —GoeET#E. 








A Text... 


Sent in by H. M. Lolar, Chi- 
cago, Ill. What’s your favor- 
ite text? A Forbes book is pre- 
sented to senders of texts used. 


I am the vine, ye are the branches. He 
that abideth in me, and I in him, the 
same bringeth forth much fruit: for with- 
out me ye can do nothing. 





—JOHN 15:5 
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Salionals save us over 100% a year on our investment.” 


— SUN-MAID RAISIN GROWERS OF CALIFORNIA, Fresno 


‘The flexibility of National Accounting 
Machines enables us to produce our 
Accounts Receivable and Brokerage 
Payable statements in one operation. We 
experience similar efficiency and savings 
by applying National equipment to our 
Warehouse Inventory and Payroll 
Accounting. 

“Substantial savings also result from 
other benefits, such as the elimination of 
multiple entries, releasing two clerks per 
machine for other duties, and keeping 
fcords current during peak periods. 


““Sun-Maid’s complex accounting 
problems were analyzed and solved by 
National’s trained staff who installed the 
equipment and completed the training 
of our employees in a prompt, efficient 
manner. 

“Nationals save us well over 100% a 
year on our investment.” 


= 


President 
Sun-Maid Raisin Growers of California 


“World's Largest Raisin Packers” 


In all sizes and types of business, Nationals 
cut costs by doing up to % of the work 
automatically. They soon pay for themselves 
with the money they save, then continue 
Savings as yearly profit. Operators are hap- 
pier because their work is made easier. Your 
nearby National representative will gladly 
show how you can save with Nationals 
adapted to your needs. 


THE NATIONAL CASH REGISTER COMPANY, varron 9, ox10 


949 OFFICES IN 94 COUNTRIES 
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The powerful Capital Viscount is the first and only modern 

propeller aircraft to combine swiftness with the highest degree of 

silence bhd smoothness. The four Rolls-Royce propeller turbine 

(turbo-prop) engines introduce the traveler to an ease and 

comfort in flight that transforms air travel into something more 
than a race against time. Panoramic picture windows 

Tarot hale ('l+] Mh iel>)(-. Ms ereelaleliilelallale Mslale, 

pressurization . . . contribute to this new kind of luxury 

The Viscount, which comes to Capital 

with over one hundred million pass- 

enger hours of safe operation 

will be serving Capital cities 


Tele) Man shel idaMe ic) ame ial-Melalalel lalesdialstal a 


* Pronounced Vi-Count 
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Capital Airlines 


VISCOUNT 


ROLLS-ROYCE 





























SWIFT, SMOOTH, SILENT, SURE 





